BOOT and SHOE 


RECORDER 


The Great National Shoe Weekly 


ESTABLISHED APRIL 1, 


1882 





New York, February 23, 1929 





Why. Cripple “e Children? 


A Plea for More Science in Fitting 


By R. L. PRATHER 


ILLIONS of dollars are being expended all over 
M the United States to cure crippled children. 
Orthopedic hospitals increase constantly. High 
schools examine feet of boys and girls to find that about 
one in ten have normal feet. Chiropodists are all busy. 
It has been predicted that in one more century the human 
will have no use of his feet. 
We will be a penguin-like race, 
flopping, or flapping around, 
helplessly inadequate, 

Blame it onto the automo- 
bile if you find that the easiest 
alibi. Say that people walk 
less and ride more. But the 
fact remains that people walk 
less because their feet are so 
painful they cannot bear their 
weight upon them. Talk 
about the Chinese women and 
her bound feet! They have 
the laugh on us. 

Much is said about “service” 
and the shoe man’s great duty 
to the human race. Just how 
much is the shoe man con- 
tributing to the welfare of 
mankind and womankind? 
And children—well, that is the 
greatest tragedy of all. 

When conventions begin to 
talk of these things and pass 
up some of the style fetish we 
will begin to arrive at the 


The waif on the 
doorstep 


starting point of service. When shoe men forget for a 
little while some of the craze for style and newness, they 
will enter into their rightful field. Money obtained at 
the cost of crippling a race is not clean money. 

You say the public demands style. In thirty-five 
years keen observation this writer has never heard a 
demand for a crippled foot. 
Never in all those years has 
this writer witnessed a parade, 
indignation meeting, mass 
assemblage or convention 
wherein people met to demand 
shoes that do not fit or lasts 
that deform, or heels that 
cripple bodies. 

It’s a mad age. It’s a sad 
age. Money madness has 
taken possession of our better 
senses. Are we really serv- 
ing? Or, are we merely 
getting? 

Are all children’s feet wider 
than a B width? Are there 
not a great many A widths, 
and narrower? How may a 
very narrow, slim, attenuated 
foot be fitted unless there are 
narrow widths with which to 
fit it? 

It seems a strange anomaly 
that the shoe trade builds 
women’s shoes in AAAA 
widths and continues to make 
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children’s shoes on BCD widths. The small town mer- 
chant who must depend upon in-stock-departments for 
his sizes is up against a tough proposition. When the 
extremely narrow foot of a child is presented to him for 
fitting he must misfit it or lose a sale. How many mer- 
chants have the courage to say: “Madame, I cannot fit 
your child, I have nothing narrower than a B and this 
little foot calls for a AA.” 

Where may a small town shoe man obtain an AA 
shoe for a child? 

There may be many concerns that make narrow widths 
in children’s shoes but they have very effectually con- 
cealed their whereabouts. A search through many cata- 
logs, many trade paper advertisements, many sources of 
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information fail to disclose the needed information. 

Is there any manufacturing difficulty that forbids 
manufacturing narrow widths in children’s shoes? Is 
it any more expensive to make an A thana D? We see 
many advertisements of in-stock-shoes for women that 
run from AAA to EE. We know that men’s shoes are 
easily obtained in the extreme narrow widths. Why the 
discrimination against children? 

For years we have been hearing the advice: “Fit ’em 
long and narrow.” In children’s shoes the unspoken 
advice seems to be: “Fit ’em any old way, short and 
wide or however you may, but get their money.” 

There may be a gold mine of possibilities for some 
manufacturer who gives this matter serious thought. 


Inspection of Children’s Feet 


When Will the Shoe Industry go Back to Fundamentals ? 


r ] YHE dentist maintains that 
there is a hundred years’ 
work in the mouths of the 

present living American public for 

the sixty thousand dentists now 
engaged in exploring the wide 
aching spaces. Dentists started 
tooth inspection in schools years 


“Foot defects,” says one au- 
thority, “do most of their 
damage from the hips up.” 
Note particularly the chart 
on the page opposite showing 
the results of a survey along 
this line made by Stephen J. 


Brouwer of Milwaukee. 


and shoe dealers similar to what 
we have for the farmers, a short 
course in adult education in the 
dull months, January and Febru- 
ary or July and August. Coopera- 
tion between e ducational and 
medical groups of the various 
types and kinds with the shoe 


ago, an dtoday dentistry, as a pro- 
fession, is profitable because of 
those pioneers who developed tooth consciousness. 


A new “shoe-consciousness” is in the making, and 


through a general examination there can be developed 
a great field of usefulness for those stores who seri- 
ously serve the juvenile millions. Dental conscious- 
ness is national. Optical consciousness is inter- 
national. Shoe consciousness is just beginning. 

One of the pioneers in the work of foot inspection in 
schools and colleges is Stephen J. Brouwer of the 
Brouwer Shoe Stores, Milwaukee, who is frequently 
called upon to make tests of the foot conditions of stu- 
dents in schools. His chart shown on the opposite page 
indicates those items of physical disarrangement as well 
as diseases which have a bearing o nhealth through 
errors in footwear. “Dr.” Brouwer says: 

“TI believe as we interest our Nniversities and Normal 
Schools, so that they go out and teach our children what 
a normal foot is and how to take care of it, we will 
have made a real contribution to the health of the nation 
and with the cooperation of the educational forces within 
shoe stores as well as the cooperation of medical men 
with shoe stores we will lift the entire retailing of shoes 
into a new and higher plane. I think that is our 
challenge. 

“For that purpose we need a school. I hope to live to 
see the day when we will have a school for our salesmen 


stores can aid in developing a more 
intelligent sales force.” 

In cooperation with Mr. Brouwer and on a line of 
study, particularly his own, Edward Mathews, formerly 
of Antioch College and now identified with the State 
Normal College at Ypsilanti, Mich., has developed a 
study of children’s and young people’s growing feet as 
a matter of research to be used in connection with shoe 
sizes and shapes and correct fitting. He is now spend- 
ing one week per month at Cleveland, Ohio, promoting 
correct fitting ideas among the physical directors of the 
Cleveland schools. It is hoped that these physical direc- 
tors will carry on their knowledge of foot functions and 
in conjunction with visiting nurses to install a system 
of examination of the foot of all children attending 
Cleveland schools to a point similar to the examinations 
now being made in certain cities of children’s teeth. 

The work of these two men is outstanding in America, 
and is highly commendable for it influences the minds 
of educators and physicians to the need for preserving 
children’s feet in normal strength for development into 
useful adult feet. Many city school systems have well 
defined inspection methods and the addition of a shoe 
inspection job is comparatively simple. It can be 
handled through physical directors and school nurses and 
needs a practical hook-up of a course of instructions and 
the details of checking the chart on each child’s foot 
condition. 
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Result of Survey made by S. J. Brouwer Shoe Co. 


322 Wisconsin Ave. Milwaukee, Wis. 


Kinder- HIGH SCHOOL University 
Women 


i 
7 


33. 
20. 





Types of “Shoes, Fittings and Sub-Normal 
some of the conditions found Children garten Soph. Boys Soph. Girls 











i eee are 
. Strap slippers .. 
Strip Pumps 


-. Height of heel fe 
. Heels crooked 32. 

. Broad toe 34. 
. Pointed toe ba cteeks oo 05.5% teas : , 50. 


50. 

















- Too short 
. Too narrow 13. 
. Too wide Se Eye fe | 28. 
. Hose too short = : . ; ; 33. 
. Correct fit - , ; , 28. 
53. 
73 
39. 
50. 

5. 





. Longitudinal weakness 

. Transverse weakness 
. Puffy under outer ankle ..... 
. Inverted ankles tly 
. Extra dry feet 


. Excessive perspiration 35. 
. Burning feet Ee eee? en See rer ‘ 13. 
. Cold feet ; AE ee " 26. 
. Hump foot Be 3. 


Si adiatient Lett tee 
CONAN HI SO © OO #1 DI OT m Co DD 





. Hammer toe ; Sen Te ta : 2. 





. Contracted toes 59. 


. Overlapping toes 9. 
. Bunions 19. 


. Taylors bunion Se PRES . a 19. 
40. 














. Callouses on bottom ee Reh as q ‘ 35. 
. Callouses on big toe ‘ é 40. 
. Ingrown toenail ... 16. 
. Sore Heel ; 5 ‘ 1. 
. Splay foot . : . » 67. 


. Pigeon toed ‘ : PE eres 
. Round-shouldered : : . ' 33. 
. Protruding shoulder blades... | : " 4 é 46. 
. Uneven shoulders F ‘i - . §2. 
. Flat chested . . 3. 18. 32. 


. Sway back . : , 38. 
. Improper gait oe ; ‘ : 65. 
. Pain in toes BPs w xara : ' 3. 
. Morton toe ee OE ne ‘ 3. 
. Pain in arches . , 27. 


. Pain in calf 

. Pain in knee 
. Swollen knee 
. Pain in thigh 
. Pain in hip 


. Pain in small of back 

. Pain between shoulders 
. Pain at base of brain 
. Headaches 

. Nervous indigestion 


. Tensed nerves from footstrain 
. Infantile paralysis 
Varicose veins 
. Soreness on instep 
. Some neuritis pains 


. Some rheumatic pains 
. Dizziness 

. Fatigue 

. Catarrhal 

. Prolapses 


. Some menstrual pains 
Some aches in jaw 

. Some vomiting 

. Knockkneed 

. Bow-legged 
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“Children’s feet are 
the most important 
feet in the world,” 
says Carl Burg- 
stahler of Foster's, 
Chicago. “And 
rightfully so, for 
they are the very 
‘oundation 









Future Feet of the Nation 


Teach Them How to Walk—in Health 






“No shoes” are best for the first months of childhood. Then come 
the soft soles—items of adornment. Never have they been more beau- 
tiful. Every imaginable material in fabric, lace embroidery, and color 
fit into the picture of footwear for infant-ry. 

Here are first principles of children’s department operation, ex- 











Fitters of chil- 
dren's feet have 
a serious and re- 
business. 

@ who serves 
best profits most. 
From being a 
rather neglected 
branch of the busi- 
ness, it deserves to 
step into a new 
thought and a new 

energy. 








pressed by Carl Burgstahler, out of his practical experience in operat- 
ing a children’s shoe department. 

“Our department is in charge of an experienced and well trained 
man who trains constantly his sales people and tries as much as he is 
able to supervise every sale or at least O. K., the fit or correctness of 
the shoe, etc. 

“After every sale of children’s shoes, our sales people take the child’s 
name, age and date of birth so that every birthday we may send a 
birthday greeting signed by the salesperson who sold the shoes. This 
has been a means of getting a very much closer contact with the child, 
its parents, and our own organization. 

“We handle a very few lines, very few styles, but we size our stock 
every week so that we keep a constant flow of merchandise coming 
into our business, giving us a rapid, constant turnover.” — 


Ss a & 
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When Sizes Increase 


This Is Period of Greatest Juvenile Shoe Importance 


No part of the shoe business will respond more readily to the applica- 
tion of service experience than children’s shoes. In this division 
there is no excuse for any last other than a sensible foot form, or 
orthopedicaily correct last. The foot is molded to its greatest useful- 
ness as an instrument of walking in this division between the cradle 
and up-standing. 

In this class, bottom stock is flexible and yet firm enough to give 
foundation to the foot. This is the beginning of leather-shoe wearing, 
and the shoe serves the practical purpose of an aid to walking. Of 
secondary interest is its style. It has a job to do in the strengthening 
and exercising of little muscles. 

This is the dividing line of decision. The mother has had her way 
in cradle shoes because the child had no way of expressing disapproval. 

Patents lead in this division, tans and black a close second, with 
whites and novelties, particularly in girl’s footwear, following along. 
The moccasin pattern is a great favorite. Tan sport elk is to be the 
great Summer number. 


‘A separate, dis- 
tinct, attractive de- 
partment that its 
comfortable for 
the mother and 
attractive to the 
child is the only 
real way to oper- 
ate im children’s 
shoes, to develop 
an outstanding 
children’s busi- 
mess,” says John 
Buckley, of Hous- 
ton, Tex. 


“When the child is 
graduating from 
the children’s de- 
partment to the 
young modern’s 
department, don’t 
miss that personal 
contact which holds 
that customer to the 
store im the adult 
years to come.”— 
Harold F. Ballou, 
Providence, R. I. 
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Light elk oxford with five 
rows of stitching on the 
vamp, crépe sole 





Light parchment calf oxford, 
with sts trim, leather 





‘Light-weight tan calf step- 
“im, water-snake trim, center 
buckle, rubber heel 














From “Wee” Modern to 
“Modern” Miss 


The term flapper may be slipping out of the upper age register, but 
it best typifies the shoe for the little miss in those speedily progressive 
years—three to ten. From ten to fourteen when the sizes jump, the dif- 
ference between the child and the misses, and matron’s shoes are 
slight, but remember this, that in Summer and sport time the demand 
for high heels is likely to change to the low heel, full, round toe sporty 
models, which has swept into the trade this season. 

Watch the miss from the age of “twelve up” begin to feel her own 
importance, and under the title of Modern Miss Department, except to 
find her a visitor four times as often as she formerly was. In these 
years she can convince her parents to go the limit in footwear ex- 
penditure. 

For the coming season give straps and sandals leadership, with oxfords 
on the main line. Patterns for misses, sizes 1114 to 8, run toward ties, 
straps, gore pumps and fancy sandals. 

The light shades of elk and calf are favorites in the junior misses’ 
run of footwear. Kid, too, in light shades, is used in pleasingly harmon- 
izing combination with reptile leathers. Black patent ranks high in 
the mode of modern misses’ shoes, with woven leather vamps—some- 
times with wide braidings, and again with narrow strips of leather. 








Patent leather one-strap, Patent leather step-in, with 
center buckle fastening. Colonial buckle trim—a high 
Woven vamp, in patent style 


leather and beige calf 
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The Boy Wants Speedy 
Sport Models 


Following the trend of men’s shoes, the tine has come when the 
boy no longer walks in the ways of his father. We see a season 
approaching where boys’ shoes are no longer an imitation of the man’s, 
but red-hot styles of juvenile desire. 

This season approaches in sport effects in elk, calf and side in com- 
binations, bordered and plain leathers, which develop a real speed to 
the selling of sizes from two up. There is a field for both rubber and 
leather soles, with plain bottoms coming in sole substance. 

Young men have found that the size of the foot does not auto- 
matically make them a full grown man in footwear tastes. The new 
patterns must have lines and stitchings of juvenile appeal. 

Tans are developing with great style strength. One of the surpris- 
ing things to note is the return of lighter shades of tan. There is no 
need of a boys’ shoe being of battleship construction, with never-wear- 
out features, when the interest in plain toes or wing tips on the one 
hand, stitching for decoration on the other, with plenty of perforations. 

The novelty of alligator, lizard and suede has made but little im- 
pression on boys’ shoes. Those materials are considered freakish. 
What the boys want are speed lines, and a whole new development of 
pattern effects is welcome in juvenile footwear. 


Black patent leather is as 

popular a number in the 

th ete shoe as ever. 

ching at edge of 

the Pr gives this number 
a youthful look 


Of camel: elk, this oxford 

with black calf trim, and 

black and red rubber sole, 

promises to be a popular 

sports number for spring 
and summer, 1929 


Tan calf oxford, with 

stitched and punched tip— 

a style which the boy may 

wear from his first days ai 

school up to and through 
his manhood days 


In white elk, with black cal{ 

trim, elaborately stitched 

and punched, this. oxford 

gives the boy a grown-up’s 

style. Shoe is developed 

also in a leather sole with 
rubber heel 


In white buck, with tan calf 

trim, this blucher number, 

with its artistic stitching and 

punching, is developed with 
rubber sole 
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“1, Care of Children’s Feet 


These Facts are Worthy of Reprinting 





CCORDING to authentic reports concerning school 
children, 80 per cent of the girls and 65 per cent 
of the boys are foot defective, although good au- 
thority states that 90 per cent of all students are foot 
defectives. Among the girls examined, the outstanding 
conditions were flat-foot and contracted feet—that is, 
feet with over-developed arches due to wearing very 
high heels; while many were defective in one foot only. 

As this is the result of recent examinations, it indi- 
cates clearly that this condition must be no longer either 
ignored or neglected. The majority of our babies’ feet 
come to us straight and perfect, and if in a few years 
they are found to have become deformed and imperfect, 
it is because we have not done our duty in caring for 
them. 

The critical period is during these early years when 
the tiny bones are forming and the little muscles are 
developing. It is during this period that the little feet 
must be carefully watched and guarded. During this 
time the bony structures, soft and incomplete as they 
are, can be shaped and molded almost at will. The tiny 
bones can be bended and warped, and the feet deformed 
and weakened. 

But unless there is a 
condition of overweight 
or under nourishment 
children’s feet develop 
naturally if not hindered 
by ill-fitting stockings 
and shoes or subjected to 
undue strain as the re- 
sult of improper walk- 
ing. 

Shoes should be broad 
and follow the form of 
the foot. They should be 
of sufficient length and 
breadth to enable the foot 
to function freely. The 
stockings must not be 
snug. In fitting infants’ 
feet it is often found 
that the sizings of the 
small shoes are not to be 
relied upon. The little 
feét are quite flat, as are 
the soles of the little 
shoes, and the most sim- 





for Distribution to Parents 





ple method of determining the proper size is to put the 
sole of the shoe up to the sole of the foot for compari- 
son. The sole of the shoe should be about one inch 
longer than the foot. As all children’s shoes are now 
made wide there will not be much trouble in getting the 
proper width unless the child is exceptionally fat. 

As the child grows older and the feet more developed 
a slight heel may be permitted. 


HE manufacturers of children’s shoes have spent 

and are spending thousands of dollars perfecting 
lasts and making shoes which best fit the average normal 
foot at the various ages. If your child appears to have 
normal, well-proportioned feet you will be comparatively 
safe in fitting him or her with the type of shoe that has 
been constructed for children of that age. But if the 
feet are abnormally long and narrow, short and wide, 
highly arched or very flat, you should have the feet 
examined by someone who is particularly trained to know 
about them. 

The foot is a very complicated piece of mechanism, 
and it is constantly subjected to severe usage. While 
sturdily constructed it is delicately balanced and must 
be properly used if it is 
to function normally and 
withstand the strain. 
Your child must walk 
correctly. Second to ill- 
fitting footwear, im- 
proper walking is most 
apt to undermine the 
strength of children’s 
feet. What is the proper 
way to walk? 

Mother Nature de- 
signed the foot in such 
a way that in walking the 
weight should be first on 
the heel and then carried 
straight forward through 
the center of the foot. If 
this is done, the ‘weight 
is evenly distributed be- 
tween the muscles on the 
inner and outer sides of 
the foot, and perfect bal- 
ance is maintained. 
This can be done only 


[TURN TO PAGE 106, PLEASE] 
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The Complete Year in 
Shoemaking 


Production—Imports—Exports 





PRODUCTION OF BOOTS AND SHOES 
1928 1927 
Boots and shoes, total 344,350,724 343,605,905 
High and low cut (leather), total 300,007,772 
Men’s 95,328,098 
Boys’ and youths’ 24,229,296 
Women’s 116,258,866 
Misses’ and children’s . 37,135,374 39,649,961 
Infant’s 23,835,142 24,541,551 
Athletic and sporting (leather) 1,547,064 1,488,215 
Satin, canvas, and other fabric 3,760,069 3,301,433 
Slippers for house wear, total 29,158,122 
All leather . 5,085,294 
Part leather, felt, etc 24,072,828 
Moccasins 
Barefoot sandals and play shoes 
All other footwear 9,650,363 











The Department of Commerce announces the above statistics on production of boots and shoes (other 

than rubber) in 1928, with comparative totals for the years 1928 and 1927. The statistics for Decem- 

ber, 1928, represent 1,257 factories, and for November 1,244 factories. A total production of 344,350,724 
pairs was reported for 1928, 343,605,905 pairs for 1927, and 324,513,695 pairs for 1926. 





IMPORTS OF FOOTWEAR 
1927 1928 
P Value Paris Value 
Boots and shoes (free) $5,199,656 2,616,884 $8,254,224 
Men’s and Boys’ 306 1,562,197 395,825 2,005,558 
Women’s 3,235,449 2,018,269 5,829,406 
Children’s 402,010 202,790 419,260 
Slippers leather-free 407,407 633,998 1,019,435 
Dutiable footwear 311,303 1,170,953 316,193 


$5,918,366 4,421,835 $9,589,852 

















EXPORTS OF LEATHER FOOTWEAR 
1927 1928 

Paris Value Paris Value 
2,477,117 $7,042,886 1,870,493 $5,796,517 
1,897,478 4,296,939 1,783,342 4,309,877 
1,139,479 1,170,255 666,435 750,199 
281,560 295,924 361,500 392,099 
73,619 113,864 62,555 93,964 


5,869,253 $12,919,868 4,744,325 $11,342,656 
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Getting More Shoes Sold Righi 





Equilibrium Prices 


OMPETITION with price is again thrown into the 

battle field of business. A year ago this time it 
was the battle of raw stock, but that is wiped out in the 
new equilibrium of material price that has come. 

The skirmishes of today are in the nature of gorilla 
battles between retail stores. Any store, after a run of 
business at a fixed price, finds out that its sales diminish 
and immediately puts the blame entirely on price. One 
partner says to the other, “The public will buy more 
shoes if we lower the price,” although there may be a 
dozen other things in merchandising responsible for the 
drop in sales. Then the organization goes to work to 
“chisel” the manufacturer down to another new low 
price across the board. The inevitable result is cheaper 
shoes, not only in price but in everything else. 

There comes a time in shoe making when if anything 
else is taken out of the product, the worth of that article 
is decreased two-fold. It isn’t the ten cent saving spread 
across all of the items that go into the shoe, but a ten 
cents defference in the principle ingredient in.that shoe, 
and such a difference is a tremendous factor in decreas- 
ing the wear-ability and worth of that shoe. 

Supposing shoes are dropped from $5 to $4.50 at 
retail ‘price, will the public buy more to save fifty cents? 
The item of fifty cents, or even a dollar, is pretty small 
in the public’s estimation, for it is only the price of a 
movie entertainment for two hours. But taking that 
fifty cents or dollar out of the shoe, and its worth is 
decreased by double the price. 
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This is a serious time for the study of the proper 
price and the proper service to the public. Both sides 
of price must be considered. The idea of an equilibrium 
price is very well put by T. N. Carver as follows: 

“Everybody knows that a high price encourages pro- 
ducers and discourages consumers, whereas a low price 
does the opposite. If the price is very high, more will 
be produced than consumers will buy. If the price is 
very low, producers will not produce as much as con- 
sumers would like to buy. Somewhere there is an 
equilibrium price which, at any given moment, will bal- 
ance the market. This equilibrium point changes from 
time to time, but whenever it is closely approximated the 
market clears itself, producers being induced to bring 
to the market exactly as much as consumers are induced 
to buy and take off the market.” 

Isn’t it about time for the shoe industry to develop 
equilibrium prices fair to the public, fair to the mer- 
chant and fair to the entire division of supplies? 


Com fort Complex 


; hy men’s shoes—comfort at all cost. This line is a 
classic by George Geuting, “I would rather take a 
licking than ‘break in’ a pair of shoes.” 

Are we in for a period of better selection of shoes by 
men? Does this mean Summerweights in uppers and 
soles, more careful interior work in shoes, and a natural 
grading up in prices paid? Will it mean more pairs 
-of shoes sold when the man finds no need for breaking 
in shoes or a month of foot suffering, prior to obtain- 
ing foot comfort? 

In many ways women’s shoes are far ahead in just 
this feature of comfort. Women’s shoes are more ap- 
proximating gloves in fit and coverage. Why has it 
been necessary always to build a man’s shoe with the 
strength of a battleship? Are the softening influences 
of civilization developing new and lighter shoes for men. 


A Children’s Crusade 


A NEW realization of the importance of the correct 
shoe for the growing foot has come to America. 
Merchants are taking a greater interest in the fitting of 
children’s feet for the service that can be rendered, the 
volume of business that can be obtained, and the profits 
possible. 

A slight recession is noted in the cry for style and 
more style. That flurry of jazz in children’s patterns 
and materials has been covered by a wave of common 
sense. A nation-wide development of the full round 
toe, short and stubby, regular cut oxford, with its lateral 
supporting material, low heel, wide shank and ball, comes 
back into juvenile demand for the young miss in the 
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growing ages who had taken a mis-adventure into high 
heels, open shanks and womanly footwear. 

Strange to relate, this demand for normal lasts and 
simple patterns came not out of the conviction of manu- 
facturers and retailers, but out of the insistence of chil- 
dren for shoes that looked the part. The wave of imitat- 
ing adult footwear has subsided, and the little girl in ages 
ten to sixteen finds that foot requirements of an active, 
strenuous life, cannot be covered by the light feminine 
fancies. 

We are in for a betterment of juvenile feet, and it is 
high time. 


Lighten Up 


ATCH your charge accounts. Too many people 

are finding the need for big sums of money, either 

for stock speculation, automobile or radio investment, 

so that the little bills are overlooked. A fifteen dollar 

item has no rating when a five hundred item comes 

before it. The only way to collect little money accounts 
is by constant irritation. 

Many stores are finding that “friendship-sales” are on 

the increase. When a person has known you in a 

friendly way, and per- 
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This Sun Business 


t cosey is more to this sun burn fad than just news- 
paper comment. It is an actual thing in fashion 
which influences dress. Sun burn has been taken very 
seriously by fashion folk as the fad of the season. 

At Palm Beach last week, Betsy Schuyler said, “After 
a short stay in Palm Beach I always wonder why women 
ever wear any color but white—and I continue to wonder 
until I get back to the smoke and dirt of New York. 
and then I wonder why they ever wear anything but 
black.” 

This thing, however, is certain—that the best con- 
trast with sun burn is white, because it is the best dress 
setting for sun burn. Put red, black or brown clothes 
against sun burn arms and the effect is negroid, but put 
the light greens, light yellows and pinks, and the pure 
white, and the effect is most pleasing. 


A Show of Hands 


SHOW of hands will develop this week in the 
tariff hearings before the Ways and Means Com- 
mittee in Washington. The entire case for hides, 


finished leather and 





haps has never bought 
shoes from you before, 
you may expect a visit 
and the sale of shoes and 
hosiery to tide over the 
gap in that _ person’s 
salary budget. 

It is the most peculiar 
credit situation the shoe 
trade has ever known. 
The thing to do, how- 
ever, is to get the money. 
The customer soon for- 
gets the letters and duns. 
They expect such things. 
There are people who 
never pay a bill until 
they are forced to. Bills 
paid six months late give 
to the customer the use 
of that money for that 
length of time, whereas 
the merchant pays out of 
his profit for the exten- 
sion. 

Get the money. The 
customer soon forgets 
the irritation. Shoes are 


thirty years. 


The Reason Why 


W. C. GOODWIN 
Fitchburg, Mass. 


Some thirty-five years ago I recall as clerk in a 
local shoe store of spending an hour or more every 
Sunday going to the store and while waiting for 
the fire to come up in the old base-burner during 
the winter taking the RECORDER and reading it 
from cover to cover, advertising and all. 

Undoubtedly it helped lay the foundation that 
has made our business successful for thirty years. 
It’s only fair to say that we have several young 
men here now who read it every week and that 
should insure a successful business for the next 


Wishing you continued success and with my 
best personal regards, I am 
Respectfully yours, 
(Signed) 


Few men have the courage consistently to 
pursue their studies after they have once left 
school or college. They become “tired business 
men” almost overnight. Serious reading is not 
for them. But there is in this country, praise 
be, a small minority who continue to read and 
to study, and who continue to succeed. 


finished shoes will be 
more clearly known fol- 
lowing this meeting. 
The present outlook in 
Washington is for short 
and speedy tariff session 
with the whole bill in the 
works, signed and sealed 
by July 1. When the 
president at his inaugural 
states his plans, industry 
will learn the true path of 
the tariff, for it has been 
the historical procedure 
for an incoming presi- 
dent to have pretty much 
his own way in the first 
two years of his admin- 
istration. In these years 
he accomplishes those 


W. C. GOODWIN. 


major acts of the admin- 


istration which entitle 
him to crow about his 
performance in the two 
years prior to possible re 
election. The Hoover: 
honeymoon as such will 


produce a tariff as he 


too small an item to in- Ss tT i initiatind baw te 
i S C e 

volve your starting a Att Bo (etre, y 
teen business You path iy (ROS development of this new 
: : President. Sent iy. 
are selling shoes, not standard American liv 


credits. 





ing which he advocates. 
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ndianapolis 


Sixth Annual Sales Week Held by Indiana Shoe Travelers 
Association Brings Record Attendance; Merchants 


NE hundred and 

twenty - five sample 

lines were spread 
this week at the Claypool 
Hotel, Indianapolis, where 
the Indiana Shoe Travelers 
Association. conducted its Sixth. Annual Salesmen’s 
Week. Registrations. the opening days indicated a 
new record over last year’s 900 mark. 
_ Considering the retail sales interference since New 
Year’s, consisting of a series of severe blizzards, buying 
measured up to all reasonable expectations. A number. 
of buyers whose short spring lines of light tans and 
beiges have been broken supplied a nice aggregate of 
fill-in orders. Whites, trimmed in brown or black, are 
in favor, and reports from Southern territories indicate 
the pronounced effect which well-planned advertising 
campaigns by manufacturers of special construction 
welts, are producing in overcoming the preponderating 
preference of the past for turns. 

“For the first time in the Indiana Association’s his- 
tory a style show was staged. Twenty. manufacturers 
were represented by models on the runway Tuesday 
evening in a showing remarkable for the few freak 
patterns modeled, and the adherence to practical shoes 
for the occasions of everyday wear. Credit for the style 
show was accorded William Reynolds of the Reynolds 
Ornament Company; Charles I. Slipher and Walter F. 
Crooke. 

The nearest approach to trade conferences at these 
Indiana Salesmen’s gatherings are the noonday luncheons 
with programs which this year included Mayor Bert L. 
Slack, Lieutenant-Governor Edgar Bush and Homer 
Beals, past president of the National Shoe Travelers 


R. BEALS said in part: 

“What you need most is a better understanding 
which will enable you to bring about a better stabilization 
of styles, grades and prices. I believe it is better for the 
shoe retailer to find his niche in the shoe world. If he 
is going to cater to the $5 trade, sell the best shoe that 


a five-spot will buy anywhere in the world. If he is 
going to cater to the eight or ten-dollar trade, then study 


Urged to Maintain Profitable Prices 


“I believe in the merchant’s making a profit 
on his footwear and there are two good ways 
for him to do itt. First, mark his shoes at a 
profit, and second, buy them so as to get a 
turnover.”——Homer Beals. 





the lines and sell the best 
shoe that any manufacturer 
in the world can produce 
for the money. That is 
what I call specialization. 
The merchant who caters 
to that class of trade hasn’t any business going down the 
sample table and picking up two or three numbers and 
say, “Well, these are hot ones. I will buy them and sell 
them for $15.’ Sure enough they are hot ones, and they 
will burn his fingers before he disposes of them. He sells 
perhaps 25 per cent of them for $15 and closes the bal- 
ance of them for $8 or $10, which conflicts in price with 
shoes he has bought to retail at that money and return 
him a handsome profit. 

“There is a place in the shoe world for high-priced 
shoes and they are for the merchant who caters and 
studies that class of trade. I believe in handling as few 
lines as possible and feeding in sizes as they move. Any 
salesman who tries to overload his good friend and cus- 
tomer, regardless of the future, violates the code of 
ethics of the National Shoe Travelers Association for 
honesty and fair-dealing, and does so in the extreme. 


OOD show windows are indispensable, and assist 

the retailer in making his turnover in order to 

give him the dividend at the end of the year, to which he 
is entitled for his labor, and his investment. His rubber 
footwear department can be made quite profitable if 


displayed properly in season. 


“The immortal McKinley, when speaking on indus- 
trial conditions in the city of Buffalo a few moments 
before he feil at the hands of the assassin’s bullet, said 
that commercial competitors we are, but commercial 
enemies we must not be. 

“No merchant can succeed who sells his footwear at 
cost trying to put his competitors out of business. We 
must have a standardization of profit or we fail.” 

The Indiana Shoe Travelers maintained their splendid 
reputation as generous hosts by providing an entertain- 
ment program including theater parties and the annual 
grand ball brought the meeting to a close Wednesday 


night. 
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Two of Perugia’s new 
evening sandals 
with wooden 
soles, metal 
bound 
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oe or F orward to WF coden Sjates? 


Perugia Invents a New Idea 


in High Style Footwear 


Perugia, noted Parisian bottier, has lifted the 
age-old idea of wooden soles into the realm of 
modern-day smartness. 

Last week, in the grand salon of the S.S. Paris, at 
her dock in New York, Perugia introduced to the Ameri- 
can public his latest footwear whim, wooden-soled shoes 
that are flexible. The wooden soles, almost a half inch 
in thickness, are made in three pieces running crosswise 
to the shoe and attached to a flexible innersole. Several 
models of the new footwear were shown. A few are dis- 
played here to give a concrete picture of how Perugia 


[ reves. back into the dawn of history, Andre 


At the right, a bottom view 

of one of the new woodden- 

soled sandals, showing the 

manner in which flexibility 

is gained by cutting the sole 
into three strips 


has worked out this new idea in high style footwear. 

The little strips of wood, or cleats, in the shoes for 
street or dancing wear are bound round the edges with 
metal, which is either polished or worked out in repousse 
effect. On the beach and boudoir shoes, shown at the 
bottom of the page, plain wooden soles, cut into three 
sections and thus made flexible, are used. 

The soles of the evening sandal, shown at the top, 
right, are bound with gold, and the heel also is of that 
metal. This pair of sandals will retail around $400 a 
pair, according to the Perugia representative in this 
country. 


At the bottom are a beach 

and boudoir sandal with the 

new flexible wooden soles. 

In these the soles are made 

of natural wood, highly 
polished 
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HOE, {AL ESMAN 


Dedicated 


to the EDUCATION of the MEN 
and WOMEN on the FLOOR, 


Display and Stock Knowl- 
edge Sell Odds and Ends 


‘6 OW To Get Rid of Odds and 
Ends Without P. M.’s,” one of 
the most perplexing problems 

of modern merchandising, is discussed 

in these columns in illuminating fashion 
by a group of expert salesmen and 
saleswomen, from coast to coast, and 
from Canada. We are publishing a few 
of the answers received to our January 
prize problem herewith. These solu- 
tions, all practical methods which have 
been successfully employed in the re- 
tail shoe stores mentioned stress the 
desirability of attractive display of 
odds and ends, and a thorough knowl- 
edge of stock, with stock accessibility, 
and classification, at least, as to sizes. 

The first prize is awarded to Aaron 

Gluckman, retail shoe salesman for The 

Wise Shoe Co.’s, 34th Street store, 

New York City. The second prize is 

awarded to Samuel W. States, sales- 

man at the G. R. Kinney Co., Punxsu- 
tawney, Pa. 














Sell your customers odds and 
ends as extra pairs 


(pITED by Helen M. Haney 


New York City.—Aaron Gluckman, 
retail salesman for The Wise Shoe 
Co.’s, 34th Street store, writes: I would 
watch closely the movement of my 
shoes, as to whether or not they are 
selling fast, fair or slowly. I would 
divide them into three classes, A, B and 
C. At the end of each week I would 
take the ten slowest selling numbers 











If you don’t gruvup uour odds and 
sale according to heels and sizes, 
it is difficult to handle them 


and put them into Class C, designating 
them as “Push” Numbers. I would 
pay particular attention to this division 
daily, not waiting until end of season 
to add new numbers to the C Class, 
but would do so weekly. Just as soon 
as I noted a drop in the demand of a 
certain style it would be transferred 
to the “Push” Number Class. I would 
feature these shoes in my windows. 
Each morning I would have a 10 to 15 
minutes meeting with my sales force, 
urging their cooperation to move- this 
merchandise, and urging my sales peo- 
ple to show these “Push” Numbers to 
every customer, irrespective of what 
the customer may have come in to buy. 
I would show “Push” Numbers in con- 
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junction with showing the style that 
the customer has specified. Through 
good salesmanship the sales person may 
be able, without antagonizing the cus- 
tomer, to sell a “Push” number, in- 
stead of the one customer has asked 
for; or, better still, may be able to sell 
the “Push” Number as an extra pair. 


Salesmen on Quota Basis 


I would rate sales people in accord- 
ance with the amount of “Push’’ num- 
bers sold, putting them on a daily quota 
and holding them accountable for same. 
After sizes in the C Class are broken, 
I would size up entire stock irrespective 
of styles, and would feature a sale on 
this merchandise at a slightly reduced 
price, advertising that there are all 
sizes but not in all styles. During this 
drive I would conduct a salesmanship 
contest among sales people. I would 
divide my sales force into two teams 
and would give two prizes, one to the 
winning team and one to the winning 
sales person. To the victorious team 
I would give a theater party; to the 
victorious salesman a day’s vacation, 


with pay. 











The spirit of play, in salesman- 
ship contests, moves odds and ends 
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Size Similarly Styled 
“Stickers” with Regulars 


PHILADELPHIA, Pa.—Samuel Cohen, 
manager of Father & Son Shoe Stores, 
Inc., No. 17, writes: I would suggest 
a newspaper ad, offering odds and ends 
at a slightly reduced price, according 
to size, width and number of pairs and 
listing, chart fashion, oxfords and high 
shoes. “First Come, First Served,” is 
the rule. The fact that the house ad- 
vertising is a reliable concern material- 
ly helps the movement of these shoes. 
If stores have branches in other cities, 
the offerings may be broadcasted. Keep 
stock as low as possible; get as many 
turnovers as possible; offer a prize or 
bonus to the salesman who sells the 
most odds and ends within a specified 
time; post the record of each salesman 
score-card fashion. Display odds and 
ends in a front position in the win- 
dow ; a card should tell of their merits 
—have spotlights thrown on them. Dis- 
play odds and ends conspicuously in 
store interior. Keep odds and ends in 
special tiers where they will not be 
overlooked by the sales force. 


Size Up with Newer Styles 


Size up odds and ends with the newer 
styles that are similar. What’s the 
use of buying the same sizes and get 
“stuck” once again? Interlock them 
and thus cut down stock and avoid 
over-buying. If you preserve your old 
stock number, and have it in plain 
sight on the box, the salesman will rec- 
ognize the shoe that is in the odds and 
ends class, and will push it. If you 
have a mailing list and keep records 
of your customers’ sizes and styles, 
notify them that you have a few pairs 
left in a certain attractive style that 
will fit them, and that you will sell to 
them at a reduced price, giving them 
the first choice before advertising or 
conducting a sale. 


H- 














Odds and ends have no appeal 
when on bargain tables 
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Stock, Old to Salesman, 
New to Public 


Kansas City, Mo.—Joe Ruby, sales- 
man at Milen’s Shoe Store, says: Shoes, 
whether old or new to salesmen, are 
not old to the customers. 


GAINESVILLE, TEx.—Charles Priddy, 
Jr., salesman at the Teague Company, 
says: I favor End-of-the-Month Sales 
to move the odds and ends without 
P. M.’s. 


Freeport, N. Y.—Sales Manager Go- 
betz of the Leibert Shoe Co. says: My 
idea of the best way to sell odds and 
ends is to display them. 


PirrspurcH, Pa.—R. F. Burnett of 
Bobby’s Shoe Store, says: Sell odds and 
ends as a lot to those that make a busi- 
ness of buying discontinued lines. I 
am not a believer in P. M.’s. 


Larnep, Kan.—J. R. Oliver, mana- 
ger of The Lischesky Dry Goods Co., 
says: We are not in sympathy with 
P. M.’s. Put odds and ends in a con- 
spicuous place, where folk can see and 
handle them, with price cards. Such a 
policy has worked out very well with 


us here. 
* . * 


Concentrate on Odds and 
Ends 


ArKANSAS City, ArK.—G. C. Con- 
nolly, salesman at the Head’s Brown- 
bilt Shoe Store, writes: First go 
through your stock and pull out all 
odds and ends, arranging them col- 
lectively, in one, two or three sections, 
away from regular stock, but where 
they can be reached readily, and before 
any of your other stock; arrange stock 
the easiest way to find each particular 
style and size. Instruct every sales- 
man, at a meeting held every day, if 
necessary, to show every customer a 
style or two in these shoes, and to do 
his best to sell every customer a pair 
of these odds and ends if you have her 


size. 
e 2 


MontreaL, P. Q.—Jack Wallack, 
salesman at the Travellers Shoe Shop, 
writes: The owner of a store featur- 
ing one price only, who notes that cer- 
tain lines of shoes do not move fast 
enouglr within three or four weeks af- 
ter their receipt should put a P. M. on 
the shoes; thus will the salesman push 
those shoes out quicker and without a 
loss and still get the full price, but in 
a store where there are more prices 
than one a broken lot sale could be 
held during the last few days in each 
month without P. M.s. 
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Don’t Bargain Table Your 
“Odds” 


Newport, ArkK.—Herbia O. Prid- 
more of the P. K. Holmes Cash Store 
shoe department, says: Pull all of your 
odds and ends from regular stock and 
stock them in a different section, re- 
gardless of pattern, or number, but put 
widths, heels and sizes together. Make 
this stock accessible to salesmen. When 
a customer comes in proceed as usual 
find out her size, and you will doubt- 
less have a variety of patterns to show 
her. The majority of people do not 
know that your shoes are not the very 
latest selection until you tell them 
about it by advertising it, or putting 
them on the bargain table. As soon as 
you do this your shoes depreciate great- 
ly. This system has been operated ‘in 
this store without P. M.’s, commissions 
or any great reduction in price 


That Extra Pair Sale 


SoutH Benn, Inp.—Maurice Feld- 
man, salesman at Gilbert’s, writes 
Make your odds and ends accessible to 
the shoe salesman and stress the. im- 
portance of their distribution to him. 
Place all of the odds and ends in reg: 
ular stock, but mark each box so that 
the salesman will know that a particu- 
lar shoe is to be “pushed.” Attach a 
small ticket to the inside of the box, 
which is to be taken out when the 
shoe is sold, and returned to the office 
with the salesman’s name on it. After 
the salesman has sold Mrs. Jones a 
pair of shoes from regular stock, let 
him suggest an extra pair, which, “even 
though it is not the newest creation. 
makes a wonderful buy for everyday 
wear—or just to knock around with.’ 
This pair would, of course, be marked 
down to some extent. A prize should 
be given, at the end of a certain time, 
to the salesman selling the most odds 
and ends. 














Give your odds and ends a new 
appearance 
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Try a “Profit” Section 


PUNXSUTAWNEY, Pa.—Samuel W. 
States, salesman at the G. R. Kinney 
Co., writes: Assemble odds and ends 
in one or two sections, classifying each 
individual type of heel and size and 
rack accordingly, but regardless of 
style; sell odds and ends at the regu- 
lar price, without further markdown. 
A pair of shoes coming off the shelf is 
worth a lot more in the customer’s eyes 
than shoes coming from a bargain 
counter. I would call the particular 
section “The Profit” Section, consider- 
ing that the profits of the store are tied 
up in the shoes placed there. Insist 
that the salesmen show these shoes to 
every customer—first fitting their feet 
to shoes not in the “Profit” section; 
then go to “The Profit” Section, get 
the customer’s correct size, and take 
advantage of the psychology of selling 
“these special. shoes, of which you have 
only a pair or two in your size.” I 
would grade each salesman on his work 
so that he might know his salesmanship 
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The February Prize Problem Will 
Bring $15 to Retail Shoe Salespeople 


“How Can a Salesman Best Cooperate with His Employers 
to Stimulate Good Will Among the Firm’s Customers?” 


N. G. Hess, head of the old es- 
tablished retail shoe firm of N. 
was recently 
a lem for 
mns. Mr. 
Hess, who has successfully trained 
many a young retail shoe sales- 
man to become store buyers, man- 
agers, and owners, suggests as 
one of the most important sub- 


ects—cooperation between the 
Soar ce alte diver aia thas tesa, 


get-together” spiri 

makes for the most satisfactory 
and profitable distribution of 
shoes from the retail store to the 
feet of the American public. Mr. 
Hess’ specific question is— 

“How Can a Salesman Best 
Cooperate with his Empleyer to 









status and improve. 
* 








Use Contest System 


Cincinnati, Onsto—Samuel Spi- 
vak, salesman at Berland’s, writes: The 
manager of a store is the man to pro- 
mote cleaning up odds and ends with- 
out P. M.’s. He should first call a 
meeting of the sales force, go over the 
stock with the sales force and show 
them the short lines. Give the sales 
force a “peppy” talk—that their good 
work in cleaning up odds and ends 
means their promotion. Put all of the 
short lines into a condition to be sold; 
polish them up and make them look 
like new; give each salesman a quota 
—for instance, if there are 100 pairs 
to, be sold, and you have four sales- 
men, make each man’s quota 25 pairs, 
to be sold within a specified time. Post 
a chart of each man’s standing, giv- 
ing his daily record; this will create 
enthusiasm—no salesman likes to see 
his name at the foot of a list. 


* 




















Stimulate Good Will Among the 
Firm’s Customers?” 

Let’s have your ideas on the 
subject. 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND BEST 
ANSWER. 

Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns March 30. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL °: 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO T 
IT WILL BE RECEIVED NOT 
LATER THAN MARCH 19. 











Mark Cartone for Special 
Pushing 


Datias, Tex.—C. A. Lehwald, sales- 
man at Volk Bros. Co., writes: Keep 
your odds and ends as good-looking as 
stock that has just arrived; arrange 
odds_and ends on shelves in composite 
sizes instead of stock numbers; have 
a special mark on each box. Salesmen 
should be instructed to show odds and 
ends to every customer; they should 
be called “Specials,” and an accurate 
record kept of the salesmen’s efforts; 
the name of the man selling the most 
odds and ends should be made known 
as the winner of the contest, with a 
word of commendation to him from 
the boss. 


Plaque Display Method Desirable 


Anoco.ta, Inp—Earl Eckhart, man- 
ager at L. R. Lepird & Co., writes that 
he uses three concentrated selling 
forces in the movement of more pairs 
of odds and ends—window disolay, 
salespeople’s efforts, and the newspaper 
announcement. In displaying shoes in- 
side of store he favors the plaque 
method rather than to leave them in 
boxes—this method, he believes, shows 
the shoes in an attractive way, “but 
not,” he says, “in a cheap, ‘bargain- 
table’ manner.” He arranges odds and 
ends on one section of shelving near 
center of seating and instructs sales- 
men to thoroughly familiarize them- 
selves with these shoes and to look 
through this section first when fitting. 


Stock as to Heels and 
Sizes 


New Rocuetie, N. Y.—Irving At- 
las, retail shoe salesman, writes: | 
would assemble all odds and ends, then 
separate them into four smaller groups. 
according to the heels of the shoes: 
high heels, baby Louis heels, Cuban 
heels, military heels. I would next size 
them out and place them at the very 
beginning of my stock. After the cus- 
tomer has been sold from regular stock, 
she has more confidence in the sales- 
man, and, having determined her size 
and heel requirements, I show her a 
few of the special shoes, saying: “Here 
is an assortment of shoes in your size 
and the heel which you prefer, and 
which you can wear on various occa- 
sions.” The customer understands that 
these shoes are an odd lot reduced. 














See Bplews, wh price tags, 
move odds F - ae without 
* 8. 
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St. Louis Gets 19 30 
N. 3. R. A. Convention 


Charles E. Williams 


S announced last week, the 1930 convention of the 
National Shoe Retailers Association will be held in 
St. Louis. The dates selected and ratified by the board of 
directors of the N. S. R. A., following a meeting of a 
committee of the retail association and members of the 
St. Louis Shoe Manufacturers’ and Wholesalers’ Asso- 
ciation in St. Louis last week are Jan. 6. 7, 8 and 9. 
Representing the N. S. R. A. at the meeting, held at 
the Missouri Athletic Club and preceded by a luncheon 
were President A. H. Geuting, and Otto H. Hassel and 
John O’Connor, both of Chicago. Representing the St. 
Louis manufacturers whose bid for the 1930 convention 
won over those of Detroit, Milwaukee, Cleveland and 
Atlantic City, were: Frank C. Rand, of the International 
Shoe Company; A. G. White, of the Brown Shoe Com- 
pany; J. T. Pedigo, of Pedigo-Webber Shoe Company ; 


Arthur BE. Ebbs 


Harry G. Johansen, of Johansen Bros. Shoe Company ; 
Paul D. Jamison, of the International Shoe Company ; 
D. W. Martin, of the Hamilton-Brown Shoe Company ; 
J. C. Boyd, of Boyd-Welsh Shoe Company; D. W. 
Hogan, of McElroy-Sloan Shoe Company; Howard V. 
Stephens, of Johnson, Stephens & Shinkle Shoe Com- 
pany; A. C. Brauer, of Brauer Brothers Shoe Company 
and M. E. Singleton, of Hamilton-Brown Shoe Com- 
pany. 

Following the conference, President Geuting ap- 
pointed Arthur E. Ebbs, of the Swope Shoe Company, 
St. Louis, chairman of the 1930 N. S. R. A. convention 
committee. Mr. Ebbs is a director of the association 
and a member of its executive committee. Charles E. 
Williams, also of St. Louis was appointed chairman of 
the finance committee. 


Sole Leather that Encourages Walking 


essential sole leather qualities in perfect balance—long 
service, water resistance and flexibility. 

It is flexible without being so much so as to lose its 
natural leather quality which would, of course, affect 


ITHIN the past two years developments have 

been taking place in the tanning industry which 
have given the shoe trade a type of sole leather which 
it is hoped will be of material assistance in increasing the 
pairage sales of men’s shoes and have made it probable 
that one of the next moves of the industry will be in 
the direction of lighter weight and much more flexible 
leather soles for shoes—qualities which must be attained, 
however, without sacrifice of durability. 

For a number of years a large manufacturer of 
leather belting had been selling an increasing amount of 
leather produced by a special tannage, to certain chil- 
dren’s shoe manufacturers who found this leather em- 
bodied notable elements of ease and comfort contribut- 
ing to foot health and unrestrained growth—also un- 
usual durability in service. 

Only a limited amount of this leather was produced 
for shoe soles and as competition for it became more 
keen the firm reasoned that there was a great pros- 
pective market for such sole leather in adults’ shoes as 
well as children’s. 

The tannage is, of course, secret. It is neither union, 
oak, chrome or retan, but rather an individual chemical 
discovery. By it is produced what the firm calls a 
“balanced” sole leather—that is—it combines the three 


the wear. Its water resisting quality is tanned into the 
leather, there being no free oil or grease in the sole, 
thereby permitting free foot ventilation. 

In addition to all this the tanner claims for this sole 
leather a remarkable degree of lightness—15 per cent 
lighter, in fact, than other leathers of similar substance 
—combined with the firmness which is necessary if it 
is to hold its shape under ordinary manufacturing and 
wearing conditions. 

In predicting a constantly increasing popularity and 
demand for this type of sole leather its makers express 
confidence that its flexibility will prove an actual in- 
centive to walking; and will go far toward breaking 
down the resistance to buying new shoes which is now 
too common among the men owing to their fear of the 
“breaking in.” The realization of this fact has led sev- 
eral manufacturers of men’s high grade shoes to adopt 
this leather. It is very reasonable to believe that the 
new elements of comfort, foot protection and long ser- 
vice claimed for this sole will have a distinct effect upon 
shoes of the future and walking in general. 





BOOT AND SHOE RECORDER February 28, 1929 


avB GOR-e 


sa 











For Spring 
A Patent Leather shoe 
for street wear. 


Interesting with side 
gore and imitation 
lace. 


HUB GORE MAKERY 


Branch of EVERLASTIK, Inc. 
CHELSEA, MATT. 
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Everyone admits that 1929 will be a 
record breaker for sports shoes of 
varied patterns, styles and colors. 
Actual participation in sports has in- 
creased tremendously during the last 
few years; with it have grown the gal- 
leries of spectators; and in addition 
sports shoes are worn at many odd 
moments by those who love their 
comfort, their novelty, their touch 
of color. 


And when it comes to leathers, Elk 
certainly has the call; a call as strong 
as that of the golf links on a keen 
April morning. For sport, shoes 
must be soft and pliable, rich in ap- 


pearance, stylish in color and finish. 


Special raw stock, special handling, 
special tanning,—all these combine 
to make Lawrence Sport Elk Leather 
outstanding for spring. 


White, Light Smoke (color 136) and 
Coffee (color 131) are going fast right 
now. Be ready. Specify Lawrence Sport 
Elk and get your share of the business when 
1929 starts to break all records in the vol- 


ume of sports shoes. 


A.C.LAWRENCE §f 








210 South Street —_ 


LEATHER CO. 





Boston, Mass. 


Ki 
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What a 


SELLING IDEA 
a $8.50 retail! 


HE new Arch Form Shoe 
... With perfect scientific 


construction ...in beautiful 
light and airy styles. 


Bev it—shoes that upset We 
all the old ideas of what a comfort shoe must look like. 


Show it to any regular comfort shoe customer. Point out its 
slim heel (French, Louis or Cuban)—its graceful lines—its fresh 
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LARK, #8.50 Retall! TRIESTE, #8.50 Retall! 


trimming effects—and she will doubt that it is a health shoe. 
Then try it on her foot—have her walk down the aisle in a pair 
of these shoes—and watch her almost incredulous joy. It’s a 


wonderful shoe! 


When Queen Quality in a flash of genius conceived the idea 
of building scientific principles of construction into a high style 
shoe instead of adding disguising touches to an old-type comfort 
shoe—shoe history turned over a new page. 


The new Arch Form is bound to make additional money for 
you. Women who did not like to spend money on old-style 
health shoes will buy whole wardrobes of these attractive and 


correct models. 


The retail price is $8.50. And the shoes are in stock— 
ready for shipment now. A telegram or letter will bring our 
representative promptly—with full details about this successful 


shoe and the new profits it means to you! 


THOMAS G. PLANT CORPORATION, BOSTON, MASS. 
IN STOCK CENTERS: BOSTON - ATLANTA 


Chicago Sales Office: 209 So. State Street 
New York Sales & Sample Rooms: 908-910-912 Marbridge Bullding 
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ITH the invention of the Matson method 
Ww: making the tip a part of the braided 

lace—most people said good-bye to the 
old-fashioned idea of a lace and a tip. 






The Matson Tip is a real fabric tip. 






It can’t come off. 






It can’t become tinny in appearance. 






The Matson Tip and the braid are “one and 
inseparable.” 






The selling advantage of this single unit lace is 
plain. You can guarantee it to perform like no 
other lace. 














Yet the Matson Tip costs no more than the ordi- 
nary metal tip it has displaced. 


SHOE LACE COMPANY LTD. 
muremsnvrons |. 610 MANTON AVENUE 0 vr 


Mr. Inc. 
366 8t., Sou % 353 , 
New York, N. ¥. New York, N. Y. Boston, Mass. New York, N. Y. 
Co., John Lawrie & Sons, PROV CE National Fabric & United Shoe Machinery 
3 s. | 515 So. Franklin 8t.. Finishing Co., Corp. 
Boston, Mass. 3 Chicago, Il. 210 South St., Albany Bidg., 
‘ Laing, Harrar & Boston, Mass. Boston, Mass. 


Vuleanite Mfg. OCo., 
Py * 350 Broadway. 
New York, N. Y. 
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| 
Boys and Little Men's Educator Shoes 
Merchandise That Moves Quickly 





and Returns a Real Profit 


71 








Style 2009—Boys’ Black Calf Blu- 
cher Oxford. EducatorBuddylast.C-D 
widths sizes l to S44. Price $3.35. 
Same in Brown Calf Style 2509. Also 
carried in Little Men’s C-D widths 11 
te 13%. Price $2.90. 





Style 2510— Boys’ Sport Educator 
Smoke Elk Blacher Oxford, Tan Calf 

_ Trimmed, Gro-Cord Sole and Heel, 
Educator Buddy last. C-D widths. 
Sizes 1 to S44. Price $3.50. 








Style 1007—Little Men’s Black Calf 
Oxford. Educator Buddy Last. C-D 
widths 11 to 1314. Price $2.90. 
Same in Tan Calf Style No. 1507. 
by Also carried in boys’ C-D widths. 


Sizes 1 10 5%. Price $3.35. 
© E. 8. C. of A. 1929 


























OU ought to know about Boys’ and Little Men’s Educators. 

They are selling in ever-increasing numbers all over the 
country. Boys like their comfort, style and pep—mothers 
know that they allow a normal, healthy growth to children’s 
feet. In short, they are popular with everyone concerned. 


Take the Educator Buddy last, for instance. This shoe con- 
forms to the principles of correct design in every way and is 
at the same time both good looking and built for hard wear. 
As with the entire Educator line, this model embodies the 
finest workmanship and materials. It is made of full grain calf- 
skin, has soles selected from the best grade of oak bends and 
comes in a large variety of patterns and fittings. 


The popular Sport Educator is a genuine sport shoe fashion- 
ed like “Dad’s” and has an unusual appeal for the active boy. 
It has a base of full grain smoke calfskin and tan calf trim- 
mings. The tough, wear-resisting “Gro-Cord” sole is both 
good looking and appropriate for this type of shoe. 


Dealers everywhere are making a success of the Educator 
Line. Under our policy we have made it unusually easy for our 
retail associates. We carry the surplus stock—from which the 
dealer may obtain immediate shipment. He needs to carry only 
enough shoes to permit of proper selection and fit. 


With the steady day in and day out demand for Educator, 
developed over a period of more than twenty-five years, this 
policy permits the dealer to build up a very appreciable busi- 
ness on a small investment. 


Furthermore, he need not worry about style depreciation 
for Educators follow the current vogue only in so far as their 
protective and corrective qualities can be maintained and their 
continuous saleability be assured. 


We will be glad to hear from reliable dealers who are in- 
terested in obtaining the exclusive Educator Franchise for 
their territories. There are a few still open. 


EDUCATOR SHOE CORPORATION 
OF AMERICA 
Offices: 225 West 34th Street New York City 


DUCATOR 
SHOES 
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Values! 


New Leadership! 





The fastest growing shoe in the 
men’s field today is the Arch Pre- 
server Shoe—because it offers new 
values, new ideas! Old notions 
have been swept away. Now, men 
may wear brilliantly styled shoes 
and, at the same-time, enjoy cease- 
less comfort. And because Wright is 
the only manufacturer making this 
shoe for men, and because Wright 
dealers are the only dealers selling 
this shoe—a new leadership is forg- 
ing to the front. Such a_ shoe. 
backed by an aggressive merchan- 
dising plan, which includes national 
advertising, featured stocks, and a 
generous measure of local “tie-up” 
selling helps, insures quicker turn- 
over, larger profits, and local lead- 
ership for the dealer. 


Style No. 635 is featured in the 
March 16th issue of The Saturday 
Evening Post, and in the March 
29th issue of Collier’s Weekly. The 
popular new model on the Tech last, 
stock 225, is attractively shown in 
the April issue of Vanity Fair, 
which is out March 20th. A pre- 
Easter display of both will be 


profitable. 
w 


> Fa). - 
VALERRREE RD 277777 
4 = PK * 


<SER 





THE 


RCH RRESERVER 


STYLED BY 


WRIGHT 





WRIGHT & COMPANY, Inc. 
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1 st WR! Rich! 


SHOE 








Bi ieliic range 
of styles and sizes 
carried in factory stock! 


You can always get immediate shipment of the Just Wright 
Shoe. No delays. And the range of styles assures you that 
every customer will be pleased. You get the Just Wright 
Shoe exactly when you need it. It comes branded or un- 
branded, as you wish. This good service has a very definite 
dollars-and-cents meaning, when you consider that the Just 
Wright is made in the same plant and by the same craftsmen 
as the famous Arch Preserver Shoe. It has “that $12 look” 
_—which makes easy sales and satisfied customers. 


fens ck Ne. 372. 

llis No. 5 Brown 
Oalt " Oxford. Plump Upper 
Stock, 7 — 
Rubber 
Stock Ne o. 71. Same in 
Imported Biack Calf 6.25. 





of ROCKLAND, MASS. 
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The Colors That 





Command Confidence 






TONY TAN 


A conservative 


biker shiaide The Best Summary 
of the 
Prescribed Spring 
















TONY HENNA 


A very appealing 
red brown 





~ Colors for Men 













TONY MAPLE 


A warm 
summer brown 


















SUNNY 


A medium 
light tone 























CREESE & COOK COMPANY 


TANNERIES: 
DANVERSPORT, MASS. 











SALESROOMS : ALLEN H. McCRE 
95 South St., Boston SILVEY & CHRISTMAN gt — yl ~ 


P. A. HENRY & CO. 82 Gold Street 
706 Bway, Cincinnati, 0. New York City MERRILL G. HAINES 
62 Mason St.. Milwaukee, Wis. 200 Davis St., San Francisco, Cal. 
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4repare tor the 
ter Parade 


For an Easter Parade or for day- 
by-day service build your busi- 
ness and goodwill with Stantest 
Welts during 1929. 


The popular Spring Patterns are 


represented in our Stock Depart- 


= No. X 508—Black Calf Blucher Ox- 
ford, over Last No. 94, with cork 
box and ‘‘Wingfoot’’ halfheel—e 
Season's success. .........86.00 
Im Stock A to D 


Surprise your customers with took A 
these super-values at lower 


prices. 


Ask for our Spring 
In Stock Catalog. 


No. X 501—Black Calf Bal Oxford 
over Last No, 22, with ‘‘Wing 
foot’’ halfheel. ...........85.00 

In Stock A te D 

6 to 11 


FIEBRICH-FOX-HILKER CO. 


RACINE, WISCONSIN 








BOOT AND SHOE RECORDER February 23, 1929 

















CORDO-HYDE LACES 


are used extensively by many manufacturers because 


—no better lace can be had—and Cordo-Hydes 


materially assist the merhant in the sale to the 


wearer. You can be certain that the manufac- 
CORDO-HYDE 


turer who uses Cordo-Hydes gives equally care- outwear ordinary laces 


ful attention to the other details of his shoes. —— with the shoe, 
‘o not stretch, 


tie snugly and firmly 
SPECIFY THEM AND 
BE FREE OF 
LACE TROUBLES 











O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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MEW SHERWOOD STYLES 
In STOCK 


“Miss Irveen” 


B-4045—Made of No. 187 Beige Kid, 
1 Strap Pump, cut-outs in quarter, 1410 
medium round toe last, 14/8 Oovered 
Cuban heel. Sizes: AAA, 5 to 9; AA, 
4% to 9; A, 4 to 9; B, 3% to 9; O, 


“Miss Leatrice” 


B-4036—Biack Patent Leather Center 
Strap Pump, 1714 medium toe last, 17/8 
spike Louis heel, close light edge. Sises: 
AAA, 5 to 8; AA, 4% to 8; A, 4 to 8; 
B, 3% to 8; C, 83 to 8. Price....85.00 


“Miss Doris” 


B-4043—Midnight Blue Kid, 1 Strap 
Pump, 1710 medium round toe last, 17/8 


B-4044—Made of 187 Beige Kid, 1 
Strap Pump, 1710 medium round toe last. 
17/8 spike Louis heel. 

Sizes: AAA, 5 to 9; AA, 4% to 9; A, 
4 to 9; B, 3% to 9; C, 3 to 9. 


MIMO TUN 


POOL LAGU 


“Miss Lita” 


B-4037—Congo Brown Calf with brown 
Lizard calf lace stay, cut-outs in quarter, 
1410 medium round toe last, 14/8 cov- 
ered Cuban heel, Sizes: AAA, 5 to 9: 
AA, 4% to 9; A, 4 to 9; B, 8% to 9; 
Cc. 8 to 9; D, 8% to 9. Price... .84.50 


“Miss Dixie” 
B-4039— Made of Black Patent Leather, 
Champagne Kid Linings, 1710 medium 
round toe last, 17/8 covered Louis heel. 
Sizes: AAA, 5 to 9; AA, 4% to 9; A, 
4 to 9; B, 3% to 9; C, 8 to 9: D, 3% 
to 9. Price 


SHERWOOD 
ROCHESTER 


NEW YORK 


LL A 


HNN 
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r 
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“Miss Irveen” 


B-4040 
Pump, cut-outs in quarter, 
toe last, 

Price 


B-4041—Same as 
1710 round toe last. 
heel. Price . 


Black Patent Leather, 1 Strap 
1714 medium 


above. made over 
17/8 spike Louis 


4% to 9; A, 


Siges: AAA, 
B. 8 to 9; D, 


4 to 9; 
8% tof 


5 to 9; AA, 
: to ®: C, 


“Miss Lita” 


B-4042-—-Congo Brown Kid, cut-outs in 
uae. 1410 medium round toe last, 
4/8 covered Cuban heel. Sizes: AAA, 
5 to 9; AA, 4% to 9; A, 4 to 9; B, 8% 
to 9; C, 

Price 


“Miss Irel” 


B-4026—Made of Brown Kid over 1401 
medium toe last with 14/8 leather heels. 


B-4027-——Same as above made over 1403 
round toe last with 14/8 leather heel. 
$4.75 


Sizes: AAA, 5 to 9; AA, 4% to 9; A, 
4 to 9; B, 3% to 9; C, 8 to 9; D, 38% 
to 9; E, 3fi to 9 


DVBULUUMIVOUSIES OAT TLT HT AT, 


TM LA TT M0000 Ra mT 
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Would a Z@=time turnover interest you? 


Our unusually efficient 
In-Stock Service on Matrix Shoes 
(94% perfect on 24-hour deliveries) 
has made possible such records 
as 7-time turnovers for 
many departments. 


Now that the exclusive features of Matrix Shoes are to be 
nationally advertised, they offer to any progressive shoe buyer a 
most exceptional opportunity to develop a large Matrix business 
with a very moderate investment by taking full advantage of our 


In-Stock Service. We will be glad to explain in detail the advan- 
tages of a Matrix franchise. 





**YOUR FOOTPRINT IN LEATHER” 


E. P. REED & CO., ROCHESTER, N.Y. 


New York Style Studio: Marbridge Building (Broadway at 34th Street) 


Chicago Office: 1316 Republic Building Philadelphia Office: Denckia Building 
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HE PRECISE STANDARDS OF 


" 


RELIABLE CRAFTSMANSHIP HAVE MADE DUNBAR 


PATTERNS THE CRITERION OF THE TRADE. 


DUNBAR PATTERN COMPANY 


PARIS BROCKTON ST. LOUIS BROOKLYN BOSTON 


MILWAUKEE MONTREAL TORONTO CINCINNATI 
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EMAN SHO) 


= Beloit, 











Built to look better and to 
wear longer than any other 
shoe in this grade. 


Style No. 611—Black velo leather. 
First selection — and in-soles. 


Goodyear rubber 
IN STOCK—A, B, C, D widths 
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$2.0 


erriam’s Scout Oxford 


N OXFORD made along moccasin lines, with flexible, 
damp-proof sole, and crammed with stamina to resist 
all the wear that the most active scout can give. 


Good looking, too, is this new style. Its military smart- 
ness appeals. And the characteristic fine Merriam finish 
is, of course, one of its secrets of making quick sales. 


Scout Unlined Moccasin Oxford, 
Damp Proof Soles 


COFFEE ELK AND SMOKED ELK 


5 —8 B,C,D,E . 
844—12 B, C, D, E 
124— 3 A,B, C,D 


Samples on request 


H. W. Merriam Shoe Company 


Cradle to College Shoes 
Newton, N. J. 
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Meeting Seating Problems 


for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 


“New Styles in 
Shop Seating” 
eicteee: 

owner or manager. 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 
Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 


Aa 
703-1211 Chestnut St. f\Y) Boston: R. 302-69 Canal St. 
Vi } 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 
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Great Open 


OU’VE met merchants who would question the 
sanity of anyone who would publish a shoe ad 
without packing it from corner to corner with 


cuts and small type. 


in Sales Appeal 


paces 


tinguishable to the eye or the ear. 
It must not merge into a mass. 
It must stand out. 


In sermons, in orations, in songs, the open space has 


Their name was legion. But now their ranks are a vital place. The speaker, the composer, the singer, 


thinning. Recent years have seen wholesale desertion to 
the army of “white space” users. 

Of practically all the outstandingly successful stores 
it can now be said that their ads are not packed. 


They are “open.” 
They are airy. 


They are comfortable looking. 


They are redolent of style. 

Many of these merchants 
graduated from the packed- 
ad class. 

Why didn’t they stick to the 
old system, which would let 
them put more cuts, and copy 
in the same space or the same 
matter in less space? 

Simply because they have 
learned by experience, first of 
others, and then of their own, 
that ads pull better when they 
are kept pretty well “open.” 
The less you crowd into them 
the more you get out of them. 

Why? 

Because what is there is 
seen. 

Where surrounded by white 
space it stands out as distinct 
from a conglomerate mass of 
type matter and cuts with 
which the page is filled up. 

The blank space surround- 
ing it is as a mat to a picture. 

It is a fixed trait of human 
nature that the object on 
which the attention of an in- 
dividual or a crowd is to be 
focussed must be readily dis- 


rely very largely upon impressive pauses for effect. A 


pause is an open space in time. 


Open Spaces in Windows 


The open space has practically the same application to 
window dressing that it has to advertising. 

Group some shoes in a display unit and surround that 
play unit with open space. See how many more calls 











TO SPEED SALES 
IN MARCH 


March 1-9—Easter comes the 3ist. Are you 
ready with Easter decorations for the windows? 
And are the cuts ready for the Easter ads? 
These are matters that should not be slighted 
or crowded for time. 

Spring Styles? Possibly you've started plug- 
ging them. Possibly the time is not ripe in your 
locality. Most stores, however, should usher in 
March with spring displays and ads showing 
some zippy spring numbers. If you haven't 
some spring ads and spring window decorations 
ready, there’s not a moment to be lost in getting 
them ready. 

Get some comic cut-outs for window use and 
a cartoon or two for ads in connection with St. 
Patrick’s Day, the 17th. 

Time now to spruce up the store, if that hasn’t 
already been done. Walls, ceilings and fixtures 
should be thoroughly cleaned and refurbished. 

March 11-16—Be sure to take advantage of any 
inclement weather to sell rubber footwear of all 
types. 

Children’s shoes should be good now. 

Novelties and souvenirs should be good draw- 
ing cards at this time. 

March 18-23—-Are the sales folk all posted on 
the stock that remains to be cleaned out? Keep 
after them to make the most of every oppor- 
tunity to dispose of some of this stock. 

Get the spring stock in good order on the 
shelves so that the extra salespeople coming in 
before Easter will be able readily to find what 
is wanted. 

Don’t let windows or ads appear crowded. Use 
every artifice at your command to make them 
expressive of style and quality. 

March 25-30—With ~ aaa” good luck you'll 
have a crowd to handle. eeping the aisles 
clear will help a lot. Give the salesfolk a talk 
before hand on the importance of keeping fitting 
stools and shoes close in to the chairs so that 
the maximum passage space may be kept clear 
for clerks and customers walking to and fro. 

















you get for those shoes when 
they are shown in that way 
than when they are huddled 
into a large mass of shoes in 
a “stocky” window. 

Unit displays are pullers. 

Shoes that “stand out” in 
the window are pullers. 

Open space makes them 
stand out. 

Now looking toward Easter 
—don’t think it necessary to 
show every style you have in 
the store in the window every 
day. 

There are other days com- 
ing. Why not keep something 
up your sleeve—bringing for- 
ward something new each 
time you change the trim, and 
changing the trim often? 

So, a good maxim to offer 
you at this time, with refer- 
ence both to advertising and 
window display, is: 

Show a little merchandise 
at a time. 

Make it unmissable. 

Impart to it an air of quality. 
Give it plenty of open space. 








A six-page editorial 
and advertising sec- 
tion was devoted sole- 
ly to the Rannard- 
Yale opening and style 
pageant 


show. They could do it, too—but don’t. The rea- 
son for this is the uncertainty as to cost and methods 
of procedure in preparing for the event. 

An article starting on page 63 of the Nov. 24 issue of 
the Boor aNnp SHoE Recorper told of a style pageant 
held last Fall at the Rannard-Yale store in Winnipeg. 
Below is printed an interview with Mr. C. F. Rannard, 
president of the firm, in which he very kindly answered 
questions on the means and expense of securing the 
necessary personnel, exhibits and materials, viz: 


Models. 

Musicians 

Entertainers 

Costumes 

Decorations 

Publicity 

Following is Mr. Rannard’s story of preparations 
made for the show which he presented with marked 
success : 

“As we were putting in a new front, and also doing 
interior alterations, we took this as the occasion to put 
on a style show. If these changes had not taken place, 


[ is the ambition of many merchants to put on a style 


February 28, 1929 


In this article, C. F. Ran- 
nard, of the Rannard-Yale 
Co., in Winnipeg, gives a 
step by step description of 
the organization and con- 
duct of a style show held in 
his store not long ago— 
information of the utmost 
value to every merchant 


we could have made some other excuse for the event. 


Obtaining Models 


“The idea was discussed between ourselves, the two 
outstanding needs for which it was necessary for us to 
provide being the mannequins and the ready-to-wear, 
such as dresses, coats, etc. 

Securing Models 

“We got in touch with a young women’s organization 
who devote the proceeds of their activities to worthy 
charitable institutions. This organization is composed of 
educated, refined young ladies with attractive personali- 
ties, coming from the best homes in the city, which was 
a big advantage. We promised to give the club $100 
for two evening performances with seven girls from 8 to 
10 o'clock. Of course there had to be one or two re- 
hearsals. We also gave each mannequin a pair of shoes 
selected from among those that they wore at the style 
show, and all the hosiery worn. 


Securing Costumes 


“At the same time we made arrangements with an 
outstanding women’s ready-to-wear shop to provide 
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S|a Style Show Cost? 


How to Get Your Models—W here to Get Your Costumes 
—W hat Kind of Music—Selecting the Shoes— 
Arranging the Complete Program 


dresses, coats, etc. The costumes and shoes were 
selected so as to blend together and to suit the wearer. 
We also arranged with a millinery firm for hats, and 
with other merchants for hand bags, gloves, etc., to com- 
plete the costumes. These firms supplied everything 
free and in return we had card board signs 24 x 30 in. 
on which we announced to the assembled audience the 
firms who assisted us. 


Juvenile Mannequins 


“We next arranged with a local dancing teacher to 
supply six of her pupils. These juvenile mannequins 
displayed the juvenile footwear and also appeared in 
ballet dancing costumes and gave exhibitions of toe, clog, 
fancy dances and acrobatic stunts. We also had a 
prominent card giving a word of appreciation to this 
teacher and her pupils. 


Entertainment 


“We appointed a musician to take full charge of the 
program. He hired a male soloist, a female soloist and 
a violinist, also an orchestra, so that style promenades 
were interspersed with solos, etc., as we gave a continu- 
ous program on each of the two evenings from 8 to 10 
o’clock. Our office being in the balcony at the back of 
the store, it provided a good place from which to give 
the concert. On this balcony we had room for the 
orchestra and a baby grand piano. 

“The store was decorated with fresh flowers, palms 
and draperies. We hired from a furniture store 100 
extra folding chairs. 


Advertising Cooperation 


“During all this time we had a local newspaper work- 
ing with us building a six page special section. Letters 
were sent from our firm and the newspaper to some of 
our prominent manufacturers outlining the scheme and 
soliciting their cooperation. The full write-ups were 
taken care of by one of the lady writers from the edi- 
torial department. The paid advertising covered 70 
per cent and the remaining 30 per cent (the editorial 
matter, including pictures of the store, etc.) was free 
of cost. As it filled a six page section it naturally was 
a big success. 

“Advertisements announcing and inviting the public 
to both the style shows appeared alternately in each of 


the two newspapers three or four days before the 
evening. 
Equipment 


“We built a runway and the staircase leading from 
the back balcony down the center of the store, 75 ft. 
long, of 2 in. planking 54 in. wide, which was covered 
by strips of carpet sewn together. The runway was 
3 ft. higher than the floor, giving a convenient view to 
the audience, who were assembled each: side of the run- 
way. 

“Two powerful lights were operated by two elec- 
tricians from the balcony, were played on the costumes 
and footwear during the time models were on the 
runway. 

Merchandise 


“Some of the shoes were chosen from our regular 
stock and some were made up especially for the occasion 
with vamps and heels studded with brilliants. As some 
of the dresses were beaded and trimmed with brilliants 
and sequins, the result of the spot light was most 
effective. 

Program 


“The whole affair was fashioned after the N. S. R. A. 
style show, except that our show was on a smaller scale, 
and to make it interesting and complete, it was filled in 
with a musical program and ballet dances, etc. 

“We opened the doors at 7.45 o’clock. Each night 
there were over fifty people waiting at that time. The 
orchestra started to play as the people were coming in 
and played continuously until eight o’clock when I gave 
a welcoming address and outlined the program which we 
were about to present to the 400 or more people who had 
gathered at that time. 

“Just before the close I again appeared on the runway 
and expressed a word of appreciation and gave the 
audience a few words of store service, what they might 
expect from this store in the way of merchandise, quality, 
style, etc., the luxurious way in which the store was laid 
out, the class of stock carried, the beautiful new rattan 
chairs, cushioned, etc., and the service that our sales 
organization was prepared to give in such a way that 
it would please each individual customer.” 

The style show portion of the program was divided 
into episodes as follows: 

[TURN TO PAGE 106, PLEASE} 
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Dancers 


Attractive Girls 
Attract Business 
to Your Store 


Youth makes a beat- 
en track to the door of 
the retailer who carries 
a stock of Chicago Theatrical Shoe Company’s 
footwear and caters to the dancing schools. The 
Hoffert Italian Toe Dancing Slipper, the 
Hoffert Soft Toe, the Dancing Flat, all are in 
great demand. Write today for details of , 

our exclusive agency. 


_ Chicago Theatrical Shoe Co. 
Shops at 209 S. State St., and “~ v ys 
159 N. State St. a 


CHICAGO, U. S. A. 


Mail Order Dept., 209 S. State St. at oré 
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New Line for Shoe Store Windows 
Ask for Book No. 11E—Use your Stationery 


No. 611 W. 4th St. 
Dum Oscum Oru Go. “oivcmnin 0 



















41 W. 42nd Se. 





ORNAMENTAL! CONVENIENT! 


The “Champion” 
BUCKLE FOR OXFORDS 


PATENTED 


Preserves the original beauty of the bow regardless of 
wear. By simply pulling the laces down, or by snapping 
the buckle, oe laces are instantly fastened without tying 
knot or 

age convenient and novel fastener will be most 

ing to your customers, and cut down sales 

pose ving tremendously. Ask your manufacturer 

to — you samples of oxfords having this in- 

nova 


AMBECOR CORPORATION 
New York, N. Y. 

















Shoe Store 
Hospitality 


A Cordial Wel- 


come to Your 









Shoe Store as- 





sists your cus- 


tomer in buy- 






ing. 






Andrews Inter- 
locking Chairs 


are the highest forms of business welcome. 
















High grade equipment implies high grade 
merchandise. 


Send for Catalog No. 90 


The A. H. ANDREWS CO. 
















107 South Wabash Avenue, Chicago 
NEW YORK PORTLAND SEATTLE 
46 Fourth st. 617 Western Ave. 














1472 Broadway 
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More modern store equipment, too, 


MR. EDITOR! 


A recent editorial in the Boot and Shoe preciation of better things, quality merchandise, cte., 

Recorder stated: etc. With these two factors, as given, we are coming 

-= into a period of greatest development of shoes at $10 

; ; and better—more people with money to buy, and 

"WE have stepped into a new cycle in the growth more people with intelligence to spend their money 

of wealth. Primary wealth consists of the prod- for quality goods.” 

ucts of the mines, fields, forests and seas, and that out of v 

these fundamentals comes all true wealth. Wearecom- With changing habits of buying has come the obsoles- 

ing into a form of wealth obtained by obsolescence. cence of the old type shoe store. Modern merchandis- 

ing demands that the shoe store or shoe department 
of today be properly planned and equipped. 


7 A 


7 4 


“We are also getting the obsolescence of the unedu- 
cated. Figures show that with last year’s graduation 
there were 40,000,000 people living in this country The co-operation of Grand Rapids designers is ex- 
who had a high school education or better. Such a_ tended to any job, large or small. Send for latest 
proportion of educated people pre-supposes their ap- literature and complete information. No obligation. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company « Welch-Wilmarth Corporation 





Factories: Granp Rapips Store Equipment Corporation, Grand Rapids, Michigan Executive Offices: 


Grand Rapids Gentlemen: Please send literature and information Grand Rapids, Mich. 
Portland, Ore. regarding your Store Planning and Equipment Branch offices and 
Baltimore Name. é representatives 

New York City City ‘ in every territory 
STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 


Z-2 
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GETTING MORE SHOES SOLD 


depends first upon getting the customers to 


COME INSIDE 


@ Recorder “Selling Messages” bring them in with the buying desire. 


q@ Each window card is high-grade in appearance and appeal—not cheap, 
gaudy coloring that means nothing after catching the window-shopper’s 
eye. 


¢ Recorder window cards match your best window trimming effort. They 
give to your sales appeal a pleasant and effective tone. 


cf fi, 
Select the 
Service You Wish— 


Art Card Then Mail Coupon 
Holder Base | frye crGend tier 
(left) 100 Blan Brag 


T 

$4.00 monthly ($48.00 the year). 
Comes in either Gold | service 10 cards (7*x11”), 
or Silver trim—mot- No. 1-B 4 Art Card Holders. 
tled ay felt lined 100 Bla oy ewe 
bottom. Store name | 599 monthly ($60.00 the year). 
in panel, if you wish. seen ci 2° hos 
Very tasty and at- Service Card Holders, or 
tractive. You'll be frames. 


proud of them along- 50 Blank Price 
ets. 


. " Ti 
side your finest win- | 4) 25 monthly ($27.00 the year). 


dow fixtures. 
Printed Price Tickets 
(Olive Green border with black 
figures.) 
12 each of any six prices, 50c. 
per month if want with any 
annual card service. 


Ee ie 


COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder “Selling 
Messages” card service No. for one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service beginning with cards for March, for 
which we will poy $————- per year, payable 
$—————- per month. 

For cash in advance full year’s service, 5% 
discount. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 

We prefer:—Card holders, cr frames (gold) 
(silver). 

Place following initials on frames (not more than 








“Show Cards Double the Window's Value” 


Try the Service for 30 Days—Mail the Coupon 


In the panel are brief descrip- not entirely satisfied, you simply 
tions of the several Services we pay for the one month’s show- 
are now in position to offer you. ing at the low yearly rate. - Fair 
Select the one you wish. Try it enough, you'll agree. Mail the 
for a month. Then if you are coupon today! 


Annual Card Service is exclusive for 

one merchant in an average size town, 

suburb or metropolitan shopping center. 
Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago. 


Printed Price Tickets:— 


s— $— +—_ +—__ +>——_- +——_- $—__ #—_— 
(Any price: 15c. per dozen) 








(Feb. 23rd issue.) 
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ENNA JETTICK 


SHOES FOR WOMEN 
IN STOCK 


AAAA to EEE 
Sizes 1 to 12 














AGNES 


Stocked in Patent, French Beige, Pocket 
Calf and Black Satin. 





ENNA 
JETTICKS 
Can be Profitably 


RETAILED for $5 to $6 














FAYETTE 


Stocked in Black Kid, Brown Kid, Pat- 
ent, Sunburn Calf and White Kid. 






Our slogan to the woman is “You 
Need No Longer Be Told That You 


Have an Expensive Foot.” 





















LOIs 


ked in Black Kid, Brown Kid, Pat- 
“a Sunburn Calf and White Kid. 





DUNN & McCARTHY, Inc.—Auburn, N. Y. 











































The Garofalo Pump, 
made up in Black < 
Satin $5.85—can be 
made in any conceiv- 
able combination of 
leathers —19/8 and 
17/8 heel. 















19/8 








No. 
Welt Moccasin Oxford. S>artan 


6059-—-Tan Elk Unlined 








——_— ANY progressive merchants are ©. Dand Been, gaa. 
ilding a profitable business on Childs 8% to 11, B to E, $2.50. 
building P Misses 11% to 2, B to EB, $2.85. 





Garofalo pumps—a staple, excel- 
lent fitting pump that gives merchants tre- 


dous: repeat business. The Garofalo Se 
ty aga featured in the country’s fin- Distinctive Play Footwear 


est shops—May we send you samples? for Children 


We present a line of Welts that are flex- 
ible and comfortable, shaped like the 
foot and are made from selected soft 
Elk leather. 


They are recommended highly by lead- 
ing orthopedic physicians and offer a 
line of footwear that you can sell with 
confidence. 




















MFRS OF HIGH GRADE ; 
LADIES FOOTWEAR BERKSHIRE ccrors:. Holliston, Mass. 
58 Walton St. Brooklyn, N. » ° Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 
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TRADE MARK 





tPA Y 


No line offers more 


No line offers more than “Wilbur 
Coon Shoes’ to the ambitious shoe- 
man determined to emphasize shoe fit- 


ting rather than shoe selling. 


To fit feet correctly the first require- 
ment is an adequate range of sizes and 


widths. 


Wilbur Coon Shoes are STOCKED 
in. sizes. 1 to 12, widths AAAA to 


-EEEEE. 


Dealers specializing in fitting hard-to- 
fit feet comfortably must have lasts 
proportioned to fit unusual feet. 


The Wilbur Coon line’ is composed of 
shoes developed to fit extremely nar- 


row heels, low insteps, short heel meas- 


ures, prominent cuboids, weak arches, 
dropped metatarsals, bunions, slim 
waist, in fact most of the unusual con- 


ditions that make a foot “*hard-to-fit.”” 


“Wilbur Coon Shoes’’ are good-will 
builders. When fitted right, they are 
superlatively comfortable. It is this 
unusual degree of comfort that builds 
the following the man who fits shoes is 


looking for. 


We again repeat: 


a 


No line offers more than Wilbur 
Coon Shoes to the ambitious shoe- 
man determined to emphasize shoe 


fitting rather than shoe selling.” 








37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 











You Get What You Give 


Excerpts from the Inaugural Speech of Frank J. 
Larkin, President of the N. S. T. A. 


Many traveling shoe salesmen ask the question— 


“What do I get out of my membership in the N.S. T. A.?” 
In turn, I ask—“What do you give to the N.S. T. A.?” 
A man working by himself is limited to the scope of 
his own power. A man working with others is not 
limited to the results of his own, individual, ability— 
he receives the cumulative power of the thousands of other 
men of brains and influence with whom he is associated 
through organization work. It is evident that an army 
can accomplish more than can the individual soldier. 

A practical illustration now being shown to the world 
of the value of trade association membership is the splen- 
did work of the allied associations of the industry, on the 
tariff on foreign-made shoes. This agitation for a duty 
on shoe imports was started during recent years by the 
N.S. T. A. at a Chicago convention. 

An argument by an individual on any matter of national 
aspect is of no particular weight, but the carefully pre- 
pared arguments, the results of many minds, assembled 
and broadcasted through a National office of an associa- 
tion, helps not only the association itself, but every indi- 
vidual member thereof. 

The N. S. T. A. is functioning efficiently and compre- 
hensively. For instance, in one of our divisions of recent 
years—Regional Governors. It is the duty of this board 
to work in unison with the regional governors of the 
N.S.R.A. It is also the duty of the N. S. T. A. regional 
governors to keep in constant touch with N. S. T. A. 
locals, and to keep them informed as to the legislative 
and educational program of the N. S. T. A. and of the 
other national associations of the industry. 








H. WADDINGTON of Syracuse, 

¢ who was formerly district man- 
ager for Endicott-Johnson Corporation 
for the past eighteen years, recently 
connected with The Footwear Guild, 
Inc., as women’s shoe salesman. He 
will continue to make his home at 
Syracuse, but will travel out of Bos- 
ton. Mr. Waddington has had a long 
and valuable experience in merchandis- 
ing and in styling and has very defi- 
nite ideas on the promotion of the re- 
tail shoe business. He commenced his 
shoe experience as a retail shoe sales- 
man in the old store of W. E. Miller, 


Rochester, N. Y.; later, he began his 
Endicott-Johnson affiliation as manager 
of the Syracuse store of this concern. 
Mr. Waddington believes that there are 
just as great opportunities for the pro- 
gressive young man in the retail shoe 
store now as ever before, but that he 
must study the trend of style, and the 
“tempo” of the American public. 


HE J. W. Carter Shoe Co. of Nash- 

ville, Tenn., announces the addition 
to their sales force of Otis H. Bates, 
who will cover the large trade East of 
Chicago and the Mississippi River. 


A Cc. LUDLAM 

eof Wichita 

Falls, Tex., was 

elected president of 

the Southwestern 

Shoe Travelers As- 

sociation at its an- 

nual convention, 

held in connection 

with that of the 

Southwestern Shoe 

Retailers’ Associa- 

tion, at Fort 

Worth. The elec- 

= of —_ _ 

place on Sunday, d : 
Feb. 10, at the Tex- [ree",.9f foul: 
as Hotel. Mr. Lud- ers’ Assn. 

lam had served as 

vice-president dur- 

ing the preceding year. E. R. Moody, 
known to his many friends as Bob 
Moody, was elected vice-president; W. 
T. Mitchell was elected secretary- 
treasurer. Executive committee elected 
were: A. Maples, John U. McAllister 
of Fort Worth; W. M. Hootkins and 
L. O. Cobler, Dallas. The Southwest- 
ern boys passed a resolution favoring 
free hides and skins and declared for 
a duty tariff on shoes. One of the in- 
teresting high lights of the meeting 
was an address by Charles W. Evans, 
a former president of the National 
Shoe Travelers’ Association, on the 
group insurance feature of the N. S. 


A. C. Ludlam 


“The difference between a man and 
a machine is that a machine can merely 
work for you but a man can work with 
you.” 


J E. (JIMMIE) 
* BLYTHE, 
factory representa- 
tive for the Body 
Balanced shoes 
made by the Mun- 
roe Shoe Co., in 
the Central States 
—Indiana, Illinois, 
Western Ohio, 
Wisconsin, Minne- 
sota and lIowa— 
showed the latest 
Body Balanced 
shoes at the In- 
dianapolis Style 
Show. He reports a marked interest 
in his line, resulting in an unusual 
booking of orders. Jimmie is always 
popular at gatherings of the footwear 
clan because of his congenial disposi- 
tion. Needless to say that he has a 
host of friends in the trade. 


J. E. Blythe 
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THE NEW STYLES 


Easter Sunday is 


For a copy of the 
Kent Catalog show- March 31. All orders 


ing all styles—and filled promptly, but 
there are 40 of them we suggest you 
—address Dept. D order—NOW 


X359—THE GRAHAM 
X 345—THE VIKING 
Black Calf Lace Oxford Blech Calf Saddle Blucher 
xfo. 


X 360—In Russia Calf 
$3.95 - X 346—In Russia Calf 
Sizes on all styles a 


B, 64 to 11 
C, D, E, 5 to 11 


X 323—THE BAMBINO 
X 303—-THE RUMSON — Calf Blucher Ox- 
‘o 


Black Calf Lace Oxford 
X 304—In Russia Calf X 324—In Russian Calf 
$3.95 $3.95 


X 355—-THE BARON 
X 351—THE BARON Colored 
White Elk, Black Trim Trim, 
Lace Rubber 


X362— White Elk— 
Brown Trim $4.10 


M. A. PACKARD CO. 


KENT BRANCH 
BROCKTON MASS. 
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ORRIS KIRK- 

PATRICK, 
more familiarly 
known as “Kirk,” 
has joined the sell- 
ing organization of 
the Robinson - By- 
non Shoe Company, 
to cover the retail 
and department 
storetradein 
Ohio. He is now 
calling on his cus- 
tomers with both 
the Health - Mode 
line of corrective 
shoes and the True-Step line of Arch 
shoes built to retail in the $5 and $6 
class. Mr. Kirkpatrick formerly rep- 
resented the Sam B. Wolf Sons Com- 
pany of Cincinnati and is well known 
to the retail shoe merchants of the 
Buckeye State. He is enthusiastic 
over the possibilities of his new con- 
nection. 


Norris Kirkpatrick 


[_BDGEs LAURIE, of Minneapolis, 
who represented the Lape & Adler 
Co. of Cincinnati in the Northwest, 
died suddenly at his home recently, at 
the age of 51. Mr. Laurie was one of 
the high grade salesmen of the United 
States. He had a host of friends be- 
cause of his splendid personality, and 
his good merchandising counsel, so 
willingly given to the retail shoe mer- 
chants whom he visited. Mr. Laurie 
was handicapped a bit because of ill- 
ness just before the Chicago conven- 
tions but recovered sufficiently to at- 
tend both the N. S. T. A. and N. S. 
R. A. events. He was apparently com- 
ing back to health very nicely when he 
caught cold, and complications set in, 
which resulted fatally. Mr. Laurie 
leaves a wife, the beneficiary of his 
$1,000 insurance policy in the N. S. 
T. A. group life insurance. 


AVE SCHNEIDER, who has been 

connected with the Bleecker Shoe 
Co. for the past eight years, is now on 
his maiden trip to the Pacific Coast. 
Dave stopped en route to the Far West 
at the Fort Worth Convention, where 
he reports much interest in the 
Bleecker line. 


HE Shoe 

Travelers of 

Chicago “did 

themselves proud” 

on Saturday, 

Feb. 9, when at a 

dinner meeting at 

the Hotel La 

Salle, they ten- 

dered to Thomas 

H. Knox an ac- 

knowledgment of 

hearty apprecia- 

tion for the 

splendid service 

Mr. Knox has 

rendered shoe 

trav,elers for 

many years as 

chairman of the 

loca! welfare 

committee. On behalf of The Chicago 
Association, Dave Davis formally 
thanked “Tom” for his fine work in 
building good will for the boys on the 
road through his care for the suffering. 
Mr. Davis delivered one of Eddie 
Guest’s poems in tribute to Tom Knox 


and presented the guest of honor with 
enough minted gold bearing the im- 
print of Uncle Sam’s monetary system 
to constitute a very material bank de- 
posit. Mr. Knox was visibly affected 
by the splendid ovation tendered him, 
but soon rallied and gladdened the 
hearts of all by rendering without 
a accompaniment an old English 
allad. Tom carried the tune with re- 
markable fidelity for a warbler well 
past three score and ten years. The 
meeting constituted one of the finest 
love feasts in the history of the Chi- 
cago association. It was Tom’s day. 
Pathos and affection were mingled 
with merriment. At one stage of the 
proceedings, officers interrupted with 
a warrant which they declared was the 
result of offenses by Tom Knox in vio- 
lation of the Eighteenth Amendment 
and “did their stuff” with such realism 
that the victim of the horseplay mani- 
fested real discomfiture. Telegrams 
purporting to come from celebrated fig- 
ures in public life evoked much good 
natured “joshing,” and professional en- 
tertainers contributed instrumental and 
vocal selections. 


“A Grand Old Man” 


Messrs. E. B. Slocum, Ra'ph Stade- 
ker, Simon Ruwitch, “Pete” Ware, 
Sam Solomon, Jack Walsh and 
Frank King—all past presidents of 
the Chicago association— graced the 
head table, and each and all con- 
tributed their testimonials as to the 
— work of many years dis- 
charged by Mr. Knox. A number of 
very exceptional tributes were deliv- 
ered. Mrs. Harry Olseng, with the 
Chicago office of The Shoe Retailer, 
described the fine work of Mr. Knox 
in visiting the sick—many times, too, 
when his own physical condition might 
well have caused him to be the recip- 
ient rather than the giver of needed 
attention. Joe Saxe, one of the Chi- 
cago travelers, who has been ill for 
practically the entire last year, wrote, 
saying in part: “Tom Knox is a grand 
‘young-old’ man. He knocks the spots 
out of gloom and puts sunshine in its 
place. e surely gave me lots of good 
cheer when I was flat on my back for 
six months straight.” James B. Rich- 
ardson, another absentee because of 
physical inability to attend, sent a re- 
membrance and words of cheer to his 
fellow member, adding regret at being 
unable to praticipate in the meeting. 
The attendance was the largest of any 
“get-together” held by the Chicago 
boys for many months and gave sub- 
stantial encouragement to the new offi- 
cers. 


ALTER A. AIRIS, of Rockford, 

Ill., who has represented The Ir- 
ving Drew Shoe Co. in Illinois and 
sections of Iowa for the past twenty- 
five years, lost his wife recently fol- 
lowing a week’s illness of pneumonia. 
Mr. Airis’ many trade friends in both 
the retail and traveling branches of 
the shoe industry extend their sincere 
sympathy in his bereavement. 


JOEN HINKS, of Minneapolis, who 
is well known to the retail shoe 
merchants of this district, has resigned 
as Twin City representative of the 
Peters Shoe Co., branch of the Inter- 
national Shoe Co., St. Louis, to become 
the Twin City representative of the 
Central Shoe Co. of St. Louis ——UTPS. 
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M DALY, who 
formerly repre- 
sented Upham 
Bros. of Stough- 
ton for many 
years, is now affil- 
iated with the 
Johns- Tilt Shoe 
Co. of Los Angeles, 
Cal. Mr. Daly car- 
ries the sport line 
of the Johns-Tilt 
concern in the 
Middle West, in- 
cluding Illinois, 
Ohio, Michigan, 
Indiana, Missouri and Minnesota. Tom 
is = of the most popular boys on the 
road. 


Thomas Daly 


HARLES E. BOWMAN of Edge- 

wood, Pa., veteran shoe salesman 
of Western Pennsylvania, died at the 
Presbyterian Hospital of Pittsburgh 
recently of heart trouble. Mr. Bow- 
man—or Charlie, as he was known 
among his friends—was one of the 
pioneer shoe travelers of Western 
Pennsylvania and Ohio, and was a 
hustler of the first order, always en- 
joying a big business. Mr. Bowman 
represented, for a number of years, 
the Helmholz Shoe Co., but during re- 
cent years he was connected with a 
New York City concern. Prior to lo- 
cating in Pittsburgh, he resided in 
Williamsport. Mr. Bowman was a part 
owner of the J. E. Dayton & Co. fac- 
tory of Williamsport, helping to build 
up that business to one of the most 
flourishing institutions in the country. 
Mr. Bowman was born at Palermo, 
Canada, in 1859, coming to the United 
States in 1872. He moved to Pitts- 
burgh in 1900, and since that time has 
resided there. Mr. Bowman leaves two 
sons—C. A. Bowman, Jr., of Thorn- 
bury, Pa., and George S. Bowman of 
Kentucky, two sisters and three grand- 
children. Mr. Bowman was always in- 
terested in the progress of the shoe 
business in Pittsburgh and was active 
in every organization connected with 
the industry. He was-a chorister of 
= Presbyterian Church at Edgewood, 

a 


“Charlie Bowman was always con- 
genial. No one knew him but to ad- 
mire him. He was always in good hu- 
mor and spread sunshine wherever he 
went. He will be missed by his many 
friends. He always had a smile and 
an encouraging word for everyone,” 
writes a friend. 


W. WEATH- 

* ERS, who 
has represented 
the Bleecker Shoe 
Company for a 
considerable time 
in Detroit and 
Michigan, is now 
handling the wo- 
men’s McKay nov- 
elty and imported 
sandal line of the 
Atkinson Shoe Cor- 
poration of Boston. 
As previously, Mr. 
Weathers is mak- 
ing his headquarters in the Lafayette 
Building, Detroit, where his many 
friends are accustomed to seeing him 
on market days. 


M. W. Weathers 
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The Season’s Smartest 
Sole—Plytex! 


carry—and feature—Plytex Soled Shoes. For 

shoe buyers—those who sense the public pulse 
—know that the smart shoes of today must be 
stylishly soled. And they order Plytex Soles because 
they know that those who discriminate like the dis- 
tinctive smartness of Plytex Soles. 


In addition, the smart women—those who set the 
style—are being constantly reminded of Plytex Soles. 
Magazines that appeal to women who appreciate the 
finer things are keeping Plytex Soles fresh in their 


minds. 

You know that advertising will make people ask for 
Plytex Soles; that your own customers will be looking 
for them. Don’t make excuses for not having any. 
Satisfy the demand you are sure to feel by ordering 
Plytex Soled Shoes. All progressive manufacturers 
have them. 


ote Bt ye o.< 
. Jolep and Heels 
> 


Te: are few smart stores today that do not 





ESSEX RUBBER COMPANY _ Trenton, New Jersey 
New York Boston Chicago Milwaukee St. Louis 


Makers also of Wearite Soles and Tite-Edge Heels 
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Smart trim installed by M. L. Gensler, owner and operator 
of the Whitthorne & Swan shoe department, San Francisco 


Selling 4y Picturing Use 


This Attractive Trim Sold Four Cases of 
Rubberwear in One Day 


dow display,” recently said M. L. Gensler, 

owner and operator of the Whitthorne & 
Swan’s shoe department, San Francisco. “The prin- 
cipal points to remember,” continued Mr. Gensler, “are 
early-in-the-season showings, unusual effects, and as at- 
tractive a setting for am all-rubber shoe trim as you 
would give to an all-leather shoe trim.” 

The Whitthorne & Swan Department Store is cen- 
trally located in the big Pacific Coast city, and caters to 
the best trade of its community; the shoe shop of this 
store is likewise appealing successfully to an exclusive 
clientele, and has at its disposal one entire window in 
which it features unusual displays. The all-rubber-shoe 
trim here pictured, claimed to be the first of this type 
installed in San Francisco, was arranged several weeks 
before the cold rains and disagreeable weather of the 


66 R iow shoes sell faster through attractive win- 


late fall and winter visited ‘““The Golden Gate Town.” 

On the very first day that this window in its color 
scheme of blue and gold, raised its curtain to the public, 
four cases of galoshes were sold. And so well did busi- 
ness progress on gaiters, rubber boots, and rubbers, 
that the all-rubber-shoe trim was continued by Mr. 
Gensler for several days. Among the important sales- 
manship factors of this display was its snow-scene back- 
ground. One might imagine that he was looking at a 
shoe store window somewhere in the North country. 

The facts that galoshes and rubber boots protect the 
feet of the whole family on damp days, and that galoshes 
also protect the light colored silk hosiery of milady 
‘gainst unsightly mud splashes, were duly set forth. 
Many different types of galoshes and light weight rub- 
ber boots; as well as children’s novelty boots and rub- 
bers, were prominently shown. 
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ARE YOU ON ADU R TOES 
o> FOR BUSING mH y. 


Yy yy Uf 
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If you are on your toes for business this If you are on your toes for business this 
year, we offer every assistance with a year, we offer a suggestion which promises 
line of shoe polish for which no more as wonderful results to you as it produces 
need be said than to tell your customer, 5, others. Concentrate on the plan of 
“It’s Whittemore’s. Your efforts will turning your stock often—findings and 


be supplemented with superior quality 
products and a liberal supply of effective footwear—they both go together and the 


advertising designed to serve you to im- biggest profits depend on the frequent 
mediate advantage. turnover of each. Neglect of the former 
is never possible except at the expense of 
the latter. 


If you are on your toes for business this 
year, you will find the following shoe pol- 
ishes very salable and necessary to a well 
balanced stock-— 


Your jobber is prepared 
to serve you 


WHITE KID TUBE Neg oy 7 s CHIC LIQUID SUEDE DRESSING 


eial counter displa ~ee 
preparation for White kia’: foot- on mat ——- ame 6 


wear. 

BOSTONIAN SHOE CREAM, a fa- CLEANALL, a quick acting, per- 
mous lish for black and all fectly harmless, liquid prepara- 
fancy leather shoes. tion for the fabric shoes. 


eee EINE Oust, Ic BON TON SHOE CREAM in De Luxe 


brown, russet, oxblood. In 2 oz. packages. Adapted to smooth, or 
cans. reptile leathers. 


Send for latest price list 
B.—Many leathers now used for shoes have stencilled surface markings. 


Whittemore’ s "Weeoaingn are safe to use on such leathers, being free of chemicals 
having affinity for dyes and liquids used in finishing. 


WHITTEMORE BROS. 


MAKERS OF SUPERIOR SHOE POLISH NEARLY A CENTURY 
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Dull Black Kid an Outstanding 
Seller in Philadelphia Stores 


Unexpected Response 
Leads to Big Re-orders; 
Watersnake in Popular 


Prices 


PHILADELPHIA, Pa. (UTPS)—The 
popular response to the sale of dull 
black kid shoes has come as a surprise 
to most of the retailers. In some in- 
stances, these lines were included in 
somewhat large numbers against the 
better judgment of the buyers, and the 
way the public is buying them is pav- 
ing the way for re-ordering. 

At B. F. Dewees, it is said that black 
kid is selling outstandingly, usually in 
numbers trimmed with patent or rep- 
tile, and occasionally with a touch of 
color. All-black is much wanted, espe- 
cially in such combinations as black 
lizard vamps and dull kid quarters, or 
dull kid vamps and patent quarters. As 
a matter of fact, they are now looking 
for black as the big leader for the sea- 
son. 

In other high class shops, the same 
story is heard, such as Steigerwalt’s, 
John Wanamaker’s, Strawbridge & 
Clothier, Bonwit Teller, etc., all mak- 
ing the point, however, that the 
trimmed up styles are preferable to 
the more conservative models in all 
black or in all dull kid. 

Watersnakes, which are exceedingly 
popular in this vicinity, are, they say, 
being relegated definitely to the popu- 
lar price lines, unless the shoe itself is 
so beautifully made that the smart 
woman will pay a good price, upward 
of $12.50, when most of the cheaper 
shops and departments offer water- 
pam considerably under that figure. 
Bonwit Teller’s are doing well with 
two watersnake models at $16.50, one 
a Wales tie and the other a high heeled 
oer with a buttoned strap of silk 

id. 


Saks Now Thomas Agent 


NEw York, N. Y.—In addition to the 
McAfee English made shoes for men, 
Saks-Fifth Avenue is now the exclusive 
agent for R. Thomas & Son, London 
shoe makers, bootmakers to King 
George V. A stock of custom and 
ready-made Thomas shoes will be 
carried in the store here. This is the 
first mey ever to be established by 
the omas firm. Prices for the 
Thomas shoes, including street, sports 








and dress types will range from $20 to 
$35 a pair. 


F. W. Mills a Manager 


CoLuMBus, OHIO (UTPS)—F. W. 
Mills, who has been associated with 
a number of retail shoe stores in Col- 
umbus during the past 12 years, has 
been made a manager of the shoe de- 
partment in the Clemen’s Company, a 
specialty shop at 104 North High St. 
The department features No. 2 Jacque- 
lines models and is showing the new 
spring line. 


Texas-Oklahoma Dealers 
Endorse Men’s Campaign 


Fort WortH, TExAS—At a meet- 
ing of the board of directors, held dur- 
ing the recent convention of the Texas- 
Oklahoma Retail Shoe Dealers’ Asso- 
ciation, a resolution was passed endors- 
ing the Men’s campaign. Its wording 
is as follows: 

“The directors of the Texas Okla- 
homa Retail Shoe Dealers Association, 
believing that the National advertising 
campaign for the benefit of the entire 
men’s shoe industry is one of the most 
constructive forward steps ever under 
taken in the industry, hereby uns aim- 
ously endorse the campaign, recom- 
mend its support, morally and finan- 
cially, by the association membership, 
and further recommend that those in- 
terested in the movement make it a 
point to consult the campaign rep- 
resentative—Ernest A. Burrill, during 
the convention. 


Illinois Association 


Will Meet June 17 


DANVILLE, Itu.—Frank P. Meyer, 
president of the Illinois Shoe Retailers’ 
Association, announces that already 
plans are well under way for the 
annual convention, which will be held 
June 17, 18 and 19 in Springfield. 

Mr. Meyer and William Crawford, 
secretary of the association, recent] 
made a trip to tag a and, wit 
Richard Swengles, chairman of the 
Sprinfield committee, discussed the ten- 
tative program and made all prelimin- 
ary arran ents. Mr. Meyer expects 
to have a record attendance at the June 
meeting. 





F. C. Schinke to Manage 
Boston Walk-Over Store 


Boston, Mass.— 
A. H. Howe and 
Sons, Inc., has re- 
cently been char- 
tered by the State 
of Massachusetts. 
The officers are 
Harold C. Keith, 
President; Herbert 
T. Conner and 
Irving B. Howe, 
Vice-Presidents; C. 
Emil Carlson, 
Treasurer. This 
corporation has 
taken over’ the 
business of A. H. Howe and Sons, a 
partnership that has been engaged in 
the retail shoe business in Boston for 
many years. Irving B. and S. Warner 
Howe, formerly the sole owners, are 
still interested in the business though 
they have retired from much of the 
active management cares. The new in- 
terests are sponsored by the retailing 
organization of the Geo. E, Keith Com- 
pany, manufacturers of Walk-Over 
shoes, which product the Messrs. Howe 
have handled for a generation. In fact 
the story of this business is pretty 
nearly the story of the retail shoe busi- 
ness in Boston. Mr. Howe, Sr., estab- 
lished this business in the early sev- 
enties at 2179 Washington Street, Rox- 
bury where a family shoe business has 
been done for many years. Subse- 
qunty this store was removed to 2285 

ashington Street, and in 1901 a store 
was opened at 170 Tremont Street fol- 
lowed by the opening of a second in 
1911 at 378 Washington Street, both 
of them as Walk-Over Shoe Stores. 
These two Walk-Over Shops have done 
a very fine volume of both conservative 
and style business. Fred C. Schinke, 
the new manager for all of the stores, 
hopes to hold all of this business and 
to make new friends too. Mr. Schinke 
comes from Indianapolis where he has 
been manager of the Walk-Over in- 
terests for a number of years, and 
where he has made a fine name for 
himself in the shoe industry. 


Fred C. Schinke 


Emeott Rejoins Cantilever 


Str. Paut, MINN. (UTPS)—Harry 
D. Emeott has returned to St. Paul to 
join the Cantilever store as manager. 
Since he ieft the city he has been with 
several of the stores throughout the 
country. When here he was an Opti- 
mist member and was well known gen- 
erally. Formerly he was with the 
Regal store in Minneapolis as assis- 
tant manager, and later as manager. 
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Shoes Returned Slowly 
By Consumers 


CoLumBus, OHIO (UTPS)—The Bu- 
reau of Business Research of Ohio 
State University in Section No. 2 of 
its study on merchandise returns, 
drawn from data secured from 29 de- 
partment stores in Ohio and covering 
a three months’ period has found that 
of all shoe returns in the stores con- 
tributing to the study, 48.69 per cent 
were returned within three days or 
less; 51.31 per cent in four days or 
more; 28.30 per cent in seven days or 
more; 18.24 per cent in 10 days or 
more; 7.64 per cent in 20 days or more 
and 4.28 per cent in 30 days or more. 
These figures show that buyers of 
shoes and shoe accessories generally 
take a rather long period for the re- 
turn of the merchandise which for 
some reason or other is not found sat- 
isfactory. 

Analyzing the various departments 
handling shoes it is found that chil- 
dren’s shoes are returned much more 
quickly than either men’s or women’s 
shoes. 

Of all returns of children’s shoes 
53.71 per cent are returned within 
three days or less as compared with 
44.24 per cent of women’s shoes; 39.67 
per cent of men’s shoes and 49.49 per 
cent of slippers. 

In the last period tabulated, that in- 
cluding 30 days or more, there are still 
5.06 per cent of women’s shoes; 6.61 
per cent of men’s shoes; 3.65 per cent 
of slippers and 3.93 per cent of chil- 
dren’s shoes still not returned. 

In 14 department stores from which 
figures are tabulated it is found that 
shoe sales as compared with total store 
sales averages 4.95 per cent of the 
whole while shoe returns as compared 
with all store returns amounts to 6.39 
per cent. 

The value of shoes returned as a per 
cent of shoe sales is found to be 4.94 
per cent. 





Repair Service Started 


MINNEAPOLIS, MINN. — Jesse G. 
Samar, proprietor of the Samar Quality 
Shoe Store at 3529 East Lake Street, 
has opened a repair department in the 
back part of the store—machinery and 
equipment costing $1,400. The repair 
end of the business is being run by Mr. 
Samar, who was a shoe worker at one 
time and has been a union member for 
18 years. Retail selling of shoes is 
handled by his wife who also was asso- 
ciated with the shoe industry at one 
time. Men’s, women’s and children’s 
shoes are handled. 


Company Incorporates 


Pontiac, MicH. (UTPS)—The Econ- 
omy Shoe Company, 15 South Saginaw 
Street, has changed its business into 
a stock company under the same style 
with an authorized capital stock of 
$100,000 common stock, consisting of 
10,000 shares at $10 per share, $63,370 
of which has been subscribed, $2,750 
paid in in cash, and $22,500 in prop- 
erty. The company deals in shoes, 
hosiery, and accessories at wholesale 
and retail. 


Rose Marie for Richmond 


RICHMOND, Va. (UTPS)—The leas- 
ing of a store at 205 East Broad 
Street, to the Rose Marie Slipper 
Shoppe, operating a chain of stores in 
the South, has been announced by Raab 
& Company. 

The property has a frontage of 20 
feet. A contract for remodeling of the 
store will be placed in the near future, 
and the shop will open within a few 
weeks. It will be equipped with fur- 
nishings in modern designs. 

Hyman Agust, owner and manager 
of the Rose Marie chain, chose Rich- 
mond as the location for his new store 
from a number of cities that were con- 
sidered on account of the city’s amaz- 
ing industrial growth and the spirit of 
progress that pervades the citizens, ac- 
cording to Henry S. Raab. 





Bright Colored Shoes 
Already on Display 


CINCINNATI, OH10O—Spring ensembles 
with footwear to match are being 
featured at several of the large depart- 
ment stores and many of the shops 
were showing quite a few new numbers 
by the middle of February. In most 
cases these new ones were a few ad- 
vance pairs of the shipments that will 
arrive during the early part of March. 

Light colored python and lizard are 
being shown in some windows while 
others are featuring soft colors of kid. 
Gray kid seems to be taking a more 
prominent part than it has for the 
past year or two and quite a bit of 
favorable comment is being heard on 
purple kid. Blue is being shown but 
is not being featured as strongly as 
it was a year ago, and a pair of yellows 
may be seen in a window here and 
there. Judging from the way the 
beiges are being displayed merchants 
expect them to play a big part in 
Spring sales and brown and tan calf 
and kid seems to be a good bet. 

A great variety of one-strap models 
are in evidence and the T-strap is being 
shown everywhere. Oxfords and ties 
with every conceivable form of cut- 
out are being displayed and pump pat- 
terns are expected to be popular. Heels 
vary, some high and some low, with the 
maiority 16/8 and above. 

The third week of February was 
Spring Market Week in Cincinnati and 
several thousand merchants from Ohio 
and adjoining states were attracted. 
Manufacturers put on special exhibits 
and many orders were placed for 
spring merchandise. Most footwear 
orders placed were small but manufact- 
urers expect these to lead to repeat 
orders later. 


New Florida Store 


LAKE WALES, FLA.—With the open- 
ing of the store operated by Pickett’s 
Shoes, Inc., Lake Wales now has an 
exclusive shoe store, the first on the 
“Ridge.” A. A. Pickett is president of 
the new Fp og A and the store is in 
charge of Leslie Pickett, who came here 
from New York City where he was as- 
sistant manager of one of the Regal 
stores. The formal opening was held 





Jan. 18, 


J. C. Penney Company 
Announces Appointments 





F. W. Binzen 


W. A. Reynolds 





New York City—W. A. Reynolds 
and F. W. Binzen for the past few 
| years assistants to J. M. McDonald, 
| Director of the J. C. Penney Organiza- 
| tion in charge of merchandise aud sales 
department of that company, have 
been appointed executive heads of de- 
partments, effective immediately. 

Mr. Reynolds has been appointed 
sales manager in charge of the selling 
activities of that company. He began 
his commercial experience in Tacoma, 
Washington, and previous to his con- 
nection with che Penney Company in 
1923, was advertising manager and 
later sales and merchandise manager 
of one of the large northwestern de- 
partment stores. 

Mr. Binzen has been appointed mer- 
chandise manager of the Penney Com- 
pany in charge of their buying activ- 
ities. Mr. Binzen, for fourteen years, 
previous to his affiliation with the Pen- 
ney Company, was associated with 
various Sielasines and manufacturers 
in the production, buying, and distribu- 
tion of merchandise, having had wide 
experience in mercantile problems in 
all sections of the United States. 





Community Bargain Days 


MANSFIELD, OHIO (UTPS)—Retail 
shoe stores in Mansfield cooperated in 
a big selling promotion, sponsored by 
the Mansfield Retail Merchants’ Asso- 
ciation, Feb. 8 and 9, known as Com- 
munity Bargain Days. The event was 
given a great deal of advance pub- 
licity and attracted many extra cus- 
tomers to the stores during the two 
days. Special prices were made on 
many items. 

Among the shoe stores which co- 
operated were the Brownell Shoe Com- 
pany, the Walk-Over Shoe Store, Lib- 
erty Shoe Store, Maxwell’s Department 
Store, Doerman’s, Mansfield Dry Goods 
Co., and others. 


Shoe Man Held Up 


CoLuMBus, OHIO (UTPS)—H. A. 
Saville, manager of the Hanover Shoe 
Store at 143 North High Street, was 
the victim of an unusually bold holdup 
shortly after he opened the store, Feb. 
11, ie Bo confronted by a bandit who 
demanded that he open the safe. After 
taking $162 of the company’s money 
and havin Saville retain a small 
amount in his pocket, the bandit wired 
him to a chair. He escaped without 
any trade. Saville’s screams attracted 
passers-by, who released him. 
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A Foretaste of Our 
Beautiful, Distinctive 
Styles for Spring! 


Watch for further 


announcements of 





our _ wonderful ¢ 


Spring offerings. 


Thelma 
Parchment Theo 
with Spike Heel. 

A, B and C. 
Price $4.25 


Same in Cuban 
Heel. 


Tin 


Corrinne 
Parchment Center Buckle 
Strap A, B and C—Spike heel 

only. 

Price $4.25 

Same in Patent Leather. 

Price $4.00 


Irma 
Parchment Step-In, 
Spike heel only. 

A, B and C. 
Price $3.85 














Can You 
Speak the 
Language of 
Your 
Business ? 


Do you know the meaning of all 
the terms used in the shoe and 
leather trade? Can you make a 
good impression on a customer 
by calling things by their correct 
names and answering questions 
in an intelligent manner ? 


If you can’t—you need the 


“Shoe and Leather 
Lexicon” 


An .authoritative dictionary of the 
terms used in the shoe and leather 
trade. The price of the Lexicon is 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder 
Publishing Co. 


207 South St. Boston, Mass. 
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Martin Succeeds Muncie 
At Union Clothing Co. 


COLUMBUS, OHIO (UTPS)—Changes 
made in the personnel of the various 
shoe departments of the Union Cloth- 
ing Co., of Columbus are announced by 
the management. Francis Muncie, who 
merchandised women’s and children’s 
shoes at the store, has resigned to ac- 
cept a position in the shoe department 
with Chapman’s of Milwaukee. He has 
been succeeded by C. W. Martin, who 
has merchandised men’s footwear for 
a number of years. Mr. Martin will 
have as buyers, William Goldstein, in 
charge of women’s shoes and E. J 
Lovett in charge of children’s shoes. 
He will continue to buy men’s shoes. 

Mr. Martin reports that there is a 
decided tendency toward narrower toes 
and even to rather pointed toes in the 
college trade. Business men are also 
getting away from the broad toe ef- 
fects which have been featured for 
some time. Scotch grains and other 
heavy leathers have been the best sel- 
lers up to early in February when 
there was a distinct tendency toward 
medium weight leathers. The depart- 
ment is selling about 85 per cent blacks 
and 15 per cent tans. 


New Laird, Schober Shop 


Boston, Mass.—A Laird, Schober & 
Company’s Shoe Shop made its bow to 
= ublic of this city on Feb. 15, at 

olyston Street, with all of the ap- 
ve ear of an exquisite salon demon- 
strating that a retail shoe store may be 
as artistic as the most luxuriously 
furnished home. Sam Laird, and John 
McKeon came over from Philadelphia 
to greet customers in person on the 
opening day. John Simons, formerly 
of Philadelphia, and of Altman’s of 
New York, is the manager. L. C. Wil- 
liams, who for the past 15 years has 
been buyer of both men’s and women’s 
shoes for the Henry H. Tuttle Co. is 
buyer. The salesforce personnel con- 
sists of the following men, formerly 
with the Henry H. Tuttle Co., Edward 
Wickes, A. F. Desmond, H. U. Kirwin, 
and Joseph Dobins, and H. H. Straw, 
aw of McDowell & Black, Port- 
and. 


Derrick Has Men’s Dep'’t. 


MEMPHIS, TENN.—The Derrick Shoe 
Co., which for the past seven years 
has conducted a children’s and grow- 
ing girls’ shoe store in the Shrine 
Building, has taken the corner room 
adjoining the present ones and has 
opened a men’s shoe department. 
R. G. Wang, who for the past nine 
years has had charge of the local 
Cantilever shoe store, is in charge of 
the new department. Peck’s Sta-Smooth 
shoes are being featured. 








Arbetter Resigns 


BIRMINGHAM, ALA. (UTPS)—Joe D. 
Arbetter, assistant manager of Milber’s 
since the opening of the store last 
nn: has resigned his position there. 

is visiting his parents in Chicago 
at the present time. His future plans 
are indefinite. 








Cut-Outs for 





A traveling exhibit of shoe making 
consisting of cut-outs is now available 
for shoe store exhibit the country over. 
This is in line with general educa- 
tional work, indicating to the public 
the complicated functions of shoe mak- 
ing. 

In these days, with systematic pro- 
duction, thé public has an idea that 
leather and supnvlies go in one end of 
the machine and shoes come out the 
other. 

A display of just twenty-four of 
the principal machines that go into the 
making of a shoe indicates to the pub- 
lie by this graphic display how compli- 
cated a business is shoe ial This 








the Window 


exhibit is so arranged that its black 


velvet stand, together with the ma- 
chine miniatures and the framed signs, 
can be folded very compactly, and the 
whole arranged for shipment in a very 
small trunk. 

A companion exhibit is made up of 
cut-outs in an exaggerated form of the 
five methods of shoe making to show to 
the public the mechanical differences 
which occur in the different types of 
construction. 

Merchants who are interested in se- 
curing a display of this nature should 
write to Major Charles T. Cahill, Pub- 
licity Department, United Shoe Ma- 
chinery Corporation, Boston, Mass. 





6 i With Fisch 


WASHINGTON, D. C.—Fred R. Breus- | 
ing has taken over the basement shoe 
department of the Hecht Co., Washing- 
ton, D. C., succeeding H. J. Kamerow, 
resigned. 

Mr. Breusing was for years buyer 
for Nathan’s, Johnstown, Pa., and pre- 
vious to that time was buyer for five | 
years for Proctor Hall Co., Youngs- | 
town, Ohio. 

The Hecht Co. basement shoe depart- | 
ment has grown to be an important | 
part of this busy store. 








“Six Dollar” Store Moves 


JACKSONVILLE, FLA. (UTPS)—The 
Six Dollar Shoe Store has been forced 
to move from its location in the Hotel 
Jackson by reason of the remodeling 
of the entire first floor of the building 
for use of the new lessor, Grant 5-and- 
10-cent store. 

The shoe concern is now located at 
29 West Adams Street, which is a few 
doors from the old store. 








Remodeling Vanity Shop 


BIRMINGHAM, ALA. (UTPS) — Re- 
modeling has been started on the build- 
ing occupied by the Vanity Boot Shop, 
214 North Twentieth St. Both the in- 
terior and exterior will be extensively 
altered. 








Voluntary Contributions 
of the Men’s Campaign 


Boston, Mass.— There have been 
many interesting developments of the 
Men’s Campaign of the N.S.R.A. dur- 
ing the past few weeks. There have 
been an unusual number of voluntary 
subscriptions, some of which have come 
from Hawaii, Bermuda, Canada and 
Alaska. As a result of the displays 
and presentations of the Campaign 
made before the January conventions, 
many retail merchants who could not 
see their way to join the movement 
last year have reversed their decision, 
and added their names to the long list 
of subscribers. One of the most promi- 
nent merchants in Chicago, handling 
only women’s and children’s shoes, has 
made a substantial subscription to the 
Campaign because he believes that the 
Campaign in its advertising and educa- 
tional phases should have the backing 
of the entire industry. 





To Open in Columbus 


CoLumMBus, OHIO (UTPS)—A mod- 
ern retail store will be opened within 
a few weeks at Gay and High Streets 
by Renard’s, a chain organization op- 
erating out of St. Louis. The room to 
be occupied is 20 by 70 ft. and modern 
fixtures are being installed. The com- 
pany will handle high-class women’s 
and misses’ footwear. 
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Cincinnati 
Factories Now 
at Capacity 


Manufacturers Face Possi- 
bility of Night Shifts 


CINCINNATI, OHIO—The peak of 
production was reached at Cincinnati 
shoe factories by the first week of 
February and it is now intimated by 
some manufacturers that night shifts 
will be put on to take care of eleventh 
hour orders coming in for footwear for 
Easter sales. The bulk of orders 
received during the last ten days were 
for pre-Easter delivery and the major- 
ity called for light colors, notably kid. 

Quite a few orders are coming in for 
black patent but most of them are for 
later delivery due, manufacturers 
think, to the fact that the majority of 
merchants had enough black patent 
left over with which to start the season. 
Lots of reptile footwear is being made 
and shipped and there is a very active 
demand for shoes with reptile trim. 
There is still some activity on suede, 
especially combinations of gray or tan 
suede with kid of contrasting colors. 

In addition to the early Spring orders 
coming in, salesmen are booking a nice 
volume of business for late Spring. 
These orders for late delivery call for 
nice shipments of whites as well as for 
many of the brighter colors of kid. 
Orders for April and May delivery 
show that sandals have a good season 
before them. 

January business was fair and man- 
ufacturers think that shipments for 
February will be as heavy if not 
heavier than those for the same month 
of last year. Judging from the orders 
being booked, factories will be busy for 
some time and all indications seem to 
point to a good year for shoe people. 


High Production in 
Infants’ Footwear 


DANvers, Mass.—Shipments of baby’s 
shoes from the factories of _ this old 
shoe town are up to a new high peak, 
for the time is at hand for the new 
crop of babies to go out of doors. If 
the shipments of shoes are any sign, 
then the new crop of babies is bigger 
in numbers than ever. Some _ shoe- 
makers look at the hide statistics, as a 

ide to their business; others consult 

gures of distribution; but the real 
barometer of the trade is the annual 
baby crop, for, to revise the old saying 
“shoes be wanted as long as babies 
are born without shoes.” 








Tanners Pay Tribute 
to Governor Allen 


Boston, Mass.—As an expression of 
friendliness and pride in the accom- 
—— of one of its members, the 

anners Council of America celebrated 
at the Algonquin Club, Boston, last 
Wednesday. The occasion was the din- 
ner of the tanners and allied trades 
to Governor Frank G. Allen of the 
Commonwealth of Massachusetts. 

Three hundred persons were present 
at Boston’s greatest club. Willis R. 
Fisher of the A. C. Lawrence Leather 
Co., presided. Speakers of the evening 
were Charles W. Tobey, Governor of 
the State of New Hampshire, and Pres- 
ident of the F. M. Hoyt Shoe Co., who 
spoke with a pleasant inter-play of 
compliments between the two States. 
Then spoke J. Frank McElwain, who 
gave civic and industrial comparisons 
of the two states. Cecil Q. Adams of 
the Bristol Patent Leather Co., spoke 
from the “book of prophets,” with a 
clever inference that the tanning trade 
had little acquaintance with the “book 
of profits.” 

To convey the official salutations of 
the Tanners Council of America, 
Fraser M. Moffat, said, “Our contacts 
with Governor Frank G. Allen are not 
those which have come in the wran- 
gling forum of political argument. 
They have come in the strenuous give 
and take of commercial transactions, 
and under conditions where high in- 
tegrity, clear-sighted judgment and the 
swift and unerring decision of the 
executive are the essentials to the suc- 
cessful achievement of the high place 
which we accord to him, here and 
now.” 

The recipient of all these high 
praises, Governor Frank G. Allen, then 
expressed grateful thanks. 

The meeting was a remarkable evi- 
dence of the friendship and spirit in 
brotherhood of the tanning craft. Rep- 
resentative shoe manufacturers and 
men of the trade were present. 


Welding the Bottom 


LYNN, Mass.—A new idea for im- 
proving the bottoms of turn shoes has 
come into use in several shops here. 
The shoe, after it is made, is ‘put in 
the automatic leveling machine, which 
rolls the bottom under heavy pressure. 
The result is that the sole of the shoe 
is pressed to perfection to the bottom 
of the last. Furthermore, the stitches 
are welded into the seam, and the in- 
sole is made so smooth that the models 
wear the shoes without any sock lin- 
ings in them. 
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New Shoe Counter 


HAVERHILL, Mass.—Arthur C. Engel, 
treasurer of the Bay State Counter Co., 
has secured a patent on a shoe counter 
which the concern is now extensively 
engaged in manufacturing. The patent 
relates to a type of counter now gen- 
erally used for pumps and slippers in 
which both sides of the counter are ex- 
tended beyond the heel along the shank 
nearly to the ball portion of the shoe. 
Mr. Engel conceived the idea of form- 
ing a series of slits in the counter 
flange near the front ends, and he 
found that when this is done a counter 
shaped on a straight sided mold will 
conform readily to either a right or 
left last. The patent covers this feat- 
ure. In addition to devoting a large 
part of the output of the Bay State 
Counter Co. to the patented counter, it 
is tmderstood that Mr. Engel has 
granted licenses to other counter con- 
cerns. 


Harry Wright Heads 
Alden, Walker& Wilde, Inc. 


ROCKLAND, Mass. — Harry MT. 
Wright, formerly manager of Alden, 
Walker & Wilde, Inc., makers of The 
Matrix shoe for men, recently pur- 
chased the interests of Alfred Lincoln 
in this concern, and is now the Presi- 
dent, Treasurer, and Sales Manager of 
this organization. Mr. Lincoln retires. 
Alden, Walker & Wilde, Inc., moved to 
this town from East Weymouth, Mass., 
a few weeks ago. 








Banker to Sell for 
U. S. Leather Co. 


New York, N. Y.—Effective April 1, 
John K. Banker, sales manager of W. 
W. Mooney & Sons Co., resigns that 

sition to become connected with The 

nited States Leather Co. in its sales 
department, this city. Mr. Banker has 
been engaged in the leather industry 
for 15 years. It is expected that in his 
new — his wide acquaintance and 
broad experience will be of valuable as- 
sistance both to himself and to The 
United States Leather Co. 





Change in Management 
of Old Dominion Corp. 


RICHMOND, VA.—The management of 
the Old Dominion Shoe Manufacturing 
Company has been taken over by Allen 
J. Saville, Inc., a firm of management 
engineers, also of this po. ko a = 
aging company is represen y R. F. 
Seocke, The Old Dominion Compan 
will continue the manufacture of child- 
ren’s shoes and will be represented in 
the volume market by H. B. Marks, 
who has been with them for some time. 





Fallman with Rosenberg 


Boston, Mass.—Louis S. Fallman is 
now connected as buyer of Job Shoes 
with S. Rosenberg and Son, Inc., 140- 
144 Essex St., Boston. His long ex- 
perience in this end of the business 
should undoubtedly be a valuable asset. 














Lynn Plants at Peak; 
100,000 Pairs per Day 


Orders for White Slow in 
Materializing 


LYNN, Mass.—About 100,000 pairs of 
shoes of the smart novelty styles are 
being made daily in shops of Lynn and 
the North Shore district, for business 
is early Spring and Easter footwear 
has risen to its peak. Other thousands, 
of styles less novel, are also being 
made. Some think the total produc- 
tion to be better than 125,000 pairs 
daily. It’s a wonder where they all go 
to. It wouldn’t be so, were it not for 
the fact that style is wearing out shoes 
faster than service. 

“Styles without” are the talk of the 
town, for a private fashion despatch, 
arriving from the South the other day, 
says: 

“Here styles without are in favor— 
dresses without sleeves, or backs; heads 
without hats; legs without stockings, 
but shoes are still saved to the feet.” 

There ought to be a jag of orders on 
white shoes to fit into this sun tan fad. 
But some makers have not yet received 
as many orders for white shoes as they 
expected. Paris accepts white shoes at 
last, after frowning on this American 
style. So says one style cable. 

Cool lined shoes, which appeared the 
other day,-are just the opposite to 
warm lined shoes, with which some 
merchants are familiar. The linings 
are of fabric, fashioned in a new man- 
ner, so that they will be cool and com- 
fortable, even to bare feet. They are 
of colors to contrast with the outers, 
and the pipings on the seams match the 
linings. 





Sport Socks Bring 
New Fitting Problem 


LYNN, Mass.—The short sock, “sport- 
ees” some call them, introduces another 
complex into the maze of footwear fash- 
ions. What colors of shoes for the short 
socks of many hues? That is one thing 
that the Lynn shoemakers want to 
know. If these socks are worn over 
regular silk stockings, the shoes should 
be fitted a little larger than usual. 
Hence a disturbance of the size sys- 
tem. If no stockings at all are to be 
worn—well, the insides of shoes must 
be extra smooth or bare feet will chafe 
and blister, and shoes will absorb more 
sweat from the feet than leather was 
intended to take up. 


To Discontinue Style Show 


BROCKTON, MAss.—Feeling that the 
interest shown and returns received 
do not warrant the expenditure of so 
much time and money, directors of the 
Brockton Agricultural Society, spon- 
sors of the Brockton Fair, have decided 
to discontinue the shoe le shoes 
which have been a feature for nearly 
a decade. 
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Greatest Value 
$1.65 


E wide, 8 to 9. 
Send for samples 
and we will prove 
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WM. SUMNER SMITH 
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PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 
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Style “Tips” 


Write us for cir- 
culars now ready! 


Samuel! Cohen Shoe Co 
72 Lincoia St., Besten, 
Mass. 
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Field Bros. to Build 
Addition to Factory 


East BRIDGEWATER, Mass.—The Field 
Bros. Shoe Co., at its annual meeting 
here, voted to proceed with plans for 
the erection of an addition to its pres- 
ent plant for the manufacture of its 
cheaper grade of shoes. The new man- 
ufacturing space will allow for the 
manufacture of the popular and 
cheaper-priced footwear under the one 
roof. e directors also voted to in- 
crease the company’s capital stock. all 
of which will be subscribed by the 
present members of the firm. 

Leslie A. Hunt, wo with the 
Emerson Shoe Co., and Richard P. 
Whitman, once vice-president of the 
Whitman & Keith Co., were added to 
the directorate. Walter Preston Field 
was re-elected president; Ernest E 
Field and Horace Mitchell, vice-presi- 
dents; and Charles Grady, assistant 
treasurer. Other directors beside the 
new ones are Paul Mitchell and Miss 
Mabel Bogren, who was also named 
secretary. 

The past year has been one of the 
most successful the company ever has 
experienced, with the volume of busi- 
ness reaching approximately $750,000. 
Prospects for the near year, the treas- 
urer, reported, are unusually : 


Unions Joining in 
Fight for Tariff 


HAVERHILL, Mass.—The labor unions 
in the local shoe industry are shoulder 
to shoulder with local shoe manufact- 
urers in the intensive drive for protec- 
tion to the American shoe industry by 
the passage by Congress of a protective 
tariff on shoes. The Shoe Workers’ 
Protective Union and Boot & Shoe 
Workers’ Union, with offices in this 
city are launching vigorous campaigns 
to make clear the attitude of the 
American workmen regarding the tariff 
question. 

The Shoe Workers’ Protective Union 
through its General Council, represent- 
ing the workers of Haverhill, Rochester, 
N. Y.; St. Louis, Mo.; Brooklyn, N. Y.; 
Chicago, Iil.; Philadelphia, a; : Bos- 
ton, Lynn, Salem and other New Eng- 
land points, have prepared a lengthy 
brief which is now in the hands of Con- 
gressmen and Senators of the district 
outlining their stand on the tariff is- 
sue. 

The brief presents strong, clear-cut 
arguments for protection against the 
competition of the cheap shoes of 
Europe, and sharply condemns the ex- 
ploitation by foreign manufacturers 
of the cheap labor of Central Europe. 


New Turning Machine 


LYNN, Mass.—A new machine here 
pushes the toe of the shoe towards the 
heel, and the heel towards the toe, so 
that the shoe, which is made wrong 
side out, is turned right side out, not 
exactly like a boy skinning the cat, 
but something of that sort. 

The operation is performed in mak- 
ing turn shoes. It is interesting to 
watch. 





F. W. Sears Dies 


BRocKTON, Mass.—Frank W. Sears, 
director of the W. L. Douglas Shoe 
Co. and one of the best known shoe 
executives on the Old Colony district, 
died at his home here Feb. 10 after 
an illness of four days. He was 
stricken while at his desk and lived 
only a few days after he was removed 
to his home. His funeral took place 
Feb. 11 with burial in this city. Out- 
side of the shoe industry he was an in- 
fluential worker in many civic, fra- 
ternal and church activities. He leaves 
a widow. 


New Style Service Is 
Opened in New York 


New YorK City—Mrs. Caroline T. 
Radnor-Lewis, who for a number of 
years has been advertising manager of 
H. R, Mallinson & Co., has formed a 
partnership with Mrs. Virginia C. Hall, 
style director for Belding Heminway, 
for the purpose of conducting a styl- 
ing, promotion and publicity business. 
The firm name is Lewis & Hall and of- 
fices have been opened at 225 West 
34th Street. 

Mrs. Radnor-Lewis began her busi- 
ness career as a reporter in Philadel- 
phia, then came to New York as editor 
of a newspaper rotogravure s2ction. 
Later she became editor of Dress 
Magazine, associate editor of Good 
Housekeeping and managing editor of 
Harper’s Bazaar, which position she 
resigned to go with Mallinson. 

Mrs. Hall has had her own commis- 
sionaire in Paris and had acted, also, 
as fashion correspondent for the Paris 
Herald prior to her connection with 
Belding Heminway. She is now on her 
way abroad. 


Lynn Tariff Squad 


Arrives in Washington 


LYNN, Mass.—Hon. Ralph S. Bauer, 
mayor of Lynn, leads the Lynn tariff 
squad that is in Washington, seeking 
to have Congress put up the tariff bars 
against imported footwear. 

W. B. Burdett, of the Burdett Shoe 
Co. is chairman of the tariff committee 
of the Lynn shoe manufacturers. He 
is also director of the National asso- 
ciation. Mr. Burdett is in Washington, 
and among those with him are: M. P. 
Clough, of Clough & Horn; Louis “4 
vage, of the Unity Shoe Co.; M. 
Costigan, of Bender Shoe Co.; ih 
Weiss. of the Fair Sex Shoe Co.; Wil- 
liam O. Atwill, secretary of the "Lynn 
Shoe Manufacturers association; and 
Fred Seavey, secretary of the Lynn 
Chamber of Commerce. 


Rosenheim Back on Job 


BROOKLYN, N. Y.—After a long spell 
of illness, due to a nervous breakdown, 
Mr. Herman Rosenheim, president of the 
Best-Ever Slipper Company, 75 Front 
Street, Brooklyn, N. Y., is now back 
on the job. 

He hopes soon to be out on the road 
and to have the pleasure of seeing his 
many friends throughout the country. 




















February 23, 1929 


BOOT AND SHOE RECORDER 





Re-Modeling Laces 


LYNN, Mass.—For a bit of style 
news there is the remodeling of laces, 
which is being done by the Ideal Ma- 
chine Co., makers of machines for at- 
taching tips to laces. Laces 54 inches 
long are cut into sections of 18 inches 
eacn, and the sections are tipped with 
metal. Or, in other words, t laces 
are remodeled to make laces for ties 
and oxfords. It is said that thousands 
of gross of fine laces are still left over 
from the days of the high Jace boots. 


Use of Kid Urged for 
Men’s Summer Shoes 


Boston, Mass.—A meeting of the 
New Eng.and selling forces of the kid 
industry was held recently at the Hotel 
Statier, Boston. The purpose of the 
meeting was to receive first-hand in- 
formation relative to the reception of 
the idea | of “kid summer-weight shoes 
for men” on the part of the retailers. 
The meeting was called to order by 
James J. Lyons of the Surpass Leather 
a ae and the other speakers were 

. Earhart of the Robert H. Foer- 
pothen Company, Inc., and George D. 
Hirst. 

Miss Hilda Rau, who was present, 
had just returned from visiting sixteen 
important cities, where she cailed upon 
the outstanding retailers, showing them 
the samples of the new summer-weight 
kid shoes. Miss Rau reported that the 
retailers she visited were most recep- 
tive and enthusiastic toward the pro- 
posal of exploiting kid in men’s sum- 
mer-weight shoes. The general opinion 
of the retailers appeared to be that 
an excellent opportunity was afforded 
them to obtain additional business by 
showing kid shoes in snappy up-to-date 
young men’s models. 

Arrangements have been made to 
disnlay the samples of these summer- 
weight men’s kid shoes at the offices 
of the New England Shoe and Leather 
Association, 166 Essex Street, Boston, 
where x og interested may visit and 
inspect th 

The cosoting in question was well 
attended. Among those —. were: 
Messrs. ermen ¥. Baker, E. Bid- 
well, Elmer W. Carman John }B. ~-4 
Siegfried Cohen, Preston E. Corey, 
John H. Dowd, E. Stewart Draper, 
Jos. A. Driscoll, E. B. Earhart, G. 
Erickson, Julius Hollander, R. J. Ham- 
ilton, a F. a Mg bag = Hickey, 
George D. Hirst, F. C. Johnson, B 
Stanley Jordan, Jr., W. E. Jordan, 
Arthur E. Kellaway, John J. Kelley, 
Lauriat Lane, Wm. F. Larkin, L. J. 
Loper, James J. Lyons, W. E. Mat- 
thews, William C. McDermott, Francis 
A. McCarthy, Walter Merideth, Carlos 
G. Millett, ‘rank Mulloy, William F. 
Mullins, Stewart J. Mullen, Edward 
W. Perkins, Miss Hilda Rau, Messrs. 
D. W. Poor, A. R. Saxe, J. J. Shea, 
T. W. Smith, J. F. Spillman, R. C. 
Stanley, Peter A. Sullivan, E. F. 
Walker, and R. A. White 

One of the largest Philadelphia kid 
tanners reported that their January 
sales of men’s summer-weight kid were 
the largest that they have experienced 
in some time. These J eaaget sales ex- 
ceeded any month during 1928. This 
report indicates in a su ntial way 
that more kid is being used in men’s 
ootwear. 





Boston Shoe 
Factories Busy 


Boston, Mass.—Shoe factories in 
this section are busily working on 
shoes for immediate after-Easter de- 
livery. A glance at the sample rooms 
shows many women’s numbers in light 
shades of kid with watersnake and liz- 
ard trims. Several shades of blue, 
dark green, and red kid and lighi 
weight calf kid shoes are also noted 
in women’s styles. 

In men’s and boys’ lines, many sport 
numbers are in evidence. The blucher 
pattern, in both men’s and boys’ shoes, 
is seen more frequently than was the 
case last year. In the cheaper grades 
of boys’ and men’s shoes, elk leather 
continues to be a favorite, with calf 
used in the higher grades. 

The sandal in various braided pat- 
terns is much in evidence in the shoes 
noted at factories and in the windows 
of wholesalers. Black patent leather, 
in both women’s and children’s num- 
bers, continues to be bought as a staple 
number by retail shoe merchants, the 
country over, say manufacturers. 

Shoe travelers going out from this 
market are working their territories 
intensively and report that stocks at 
retail are for the most part in good 
condition; that merchants are paying 
more attention than ever before to 
good display and to watching the de- 
mands of the public. 





Wade Kennedy Sails 


PORTSMOUTH, OHIO (UTPS)—Wade 
S. Kennedy, who resigned as general 
manager of the Riley Shoe Manufac- 
turing Co., of Columbus, to accept a 
position as head of the foreign sales 
department of the Selby Shoe Co., 
sailed February 16 on the George 
Washington for his first survey of the 
foreign trade opportunities in Eng- 
land and on the Continent. He will 
devote the greater part of his time to 
the English market, which presents a 
promising aspect. A trip will be made 
to France to study conditions in that 
country. It is the first trip outside 
of the country that Mr. Kennedy has 
made since he took up his new duties. 
He will be away for about six weeks. 

Mark W. Selby of the Selby Com- 
pany made a preliminary survey of 
foreign markets several years ago. 





Imitation of Imitation 


PeaBopy, Mass.—“Dick” Langmaid, 
of the Essex Tanning Co. started mak- 
ing on calf an imitation of a snake 
skin, by the emmy ay 4 phic process, and 
now he is making an imitation of that 
imitation by another new process. 

Having made this start, he is ex- 
pecting that the imitations of imita- 
tions will become as long as the tail 
of a snake. 





New Shoe Stores 


Eagle Shoe Store, Inc., 1208 Carson 
Street, Philadelphia, Pa 








W. H. Douglas, Hickory, N. C. 
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BALLET SLIPPERS 
Made on Hight and Lett Lasts 
Wom. Mise. Cilids 

No. 600 Black Kid..1.45 L.4u 1 45 
No, 609 Black Kid..1.30 1.25 1.20 
Coast Prices Slightly Higuer 


BROOKS SHOE 


MFG. CO. 

Philadelphia— 
17235 No. 6th 8t. 
lae Angeles—1162 80. Hill 8t. 
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| Im Stock Biack Bal- 
let Slippers 
Ladies’ #1.25 pr. 
Minnen’ 81.20 pr. 
Child's 61.15 pr. 
BLOG SHOE CO., INC, 
147 Deane &St., 
t New York, N. Y. 
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HiIAVE Yo 4 COPY OF THE 
NEW GOODWIN CATALOG 
of SHOT TORE FIXTURES 
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Model Stitching Room 


LYNN, Mass.—Daly’s Golden Rule 
has fitted up a 1929 model stitching 
room in its factory No. 3; capacity 100 
cases daily, and working staff of 235. 
Time was when 235 workers made up 
the whole shop crew of a pretty good- 
sized shop. Now that number is em- 
ployed just for stitching alone. And 
this for but one of the Daiy Golden Rule 
stitching rooms. 

This new stitching room is “flexible” 
like an automobile. Its machines stop 
and start quickly, and may be run at 
high, low or medium speed. Such is 
the variety of stitching, on account of 
styles, that machines have to be flex- 
ible in operation. 

When style presents something new 
in stitching, and a new machine is nec- 
essary, they just unfasten four bolts, 
lift the old machine off the bench and 
put down the new one and fasten it in 





place by tightening the four bolts. 
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What Does a Style 
Show Cost 


{CONTINUED FROM PAGE 85] 


1. The first performance on the 
runway, ‘the mannequins appeared 
dressed with hats, coats, walking ox- 
fords over which the latest style over- 
shoes were worn. 

2. Juvenile mannequins wearing 
coats, hats, walking shoes and over- 
shoes. 

8. Mannequins wearing walking and 
business shoes, coats and hats. 

4. Juvenile mannequins wearing 
semi-dress shoes for every day and 
school soes. 

5. Mannequins next wore afternoon 
tailored outfits and tailored shoes. 

6. The children next wore shoes for 
Sunday wear and parties. 

7. Mannequins were next costumed 
with dresses and shoes for semi-dress 
occasions. 

8. The juveniles next appeared 
dressed in ballet costumes wearing toe 
and ballet dancing shoes. 

9. Next dresses and slippers for 
evening party wear. 

10. The last appearance was in full 
dress for formal affairs. 


Mr. Rannard says: 

“From the favorable comments of 
those who attended this pageant, we 
feel the whole affair was a complete 
success and the expenditure was just- 
ified and it also gave us a wonderful 
amount of advertising which could not 
have been gained so effectively in any 
other way.” 

EXPENDITURES COVERING STYLE SHOW. 
Two EVENINGS 


Women’s Club—Mannequins 

Musician in charge of program and 
piano accompanist 

Soloists 

Orchestra 

Moving piano 

Slippers and hose—at cost 

Setting up and taking down run- 
way platform 

Advertising (devoted to announce- 
ment of show).. 

Decorations 


“The advertising which covered the 
opening of this store and style show 
ran about $600. However, $100 would 
cover the volume of advertising com- 
monly used for special events, so that 
figure is here set down for advertising. 
There is a wide variance in newspaper 
rates in different cities.” 


Care of Children’s Feet 


[CONTINUED FROM PAGE 56] 


when the feet are held perfectly paral- 
lel to each other. In the instance of 
very small children you will find this 

tion slightly accentuated when you 
notice that they stand with the feet 
toeing in. In walking with the feet 





A “Foot-Health” Review 


The Second Annual Foot Health Review and Correct Shoe Exhibit of 
the Massachusetts Chiropody Association, held for two days recently, 
in the Georgian Room of the Hotel Statler, Boston, featured ortho- 


pedic shoes for men, women, and children. 


Dr. Joseph Lelyveld, 


“snapped” at the extreme right of the picture, directed this unique 
and highly successful event 





toeing outward the weight is not car- 
ried straight through the center of the 
foot, but is forced over the inner por- 
der, which results in an undue amount 
of the weight being thrown on the 
higher and weaker side of the longi- 
tudinal arch. If this practice is con- 
tinued, a strained and weakened foot 
is bound to result. 

Watch children’s shoes. They reveal 
an important story. 
heels are worn. 
the greater part of the weight on the 
outer part of the foot, and if the outer 
part of the heels are worn, you can 
feel sure that all is well, but if the 


inner side of the heel is worn down, | 


it will indicate improper balance, which 
invariably leads to weak feet. How 
about the ankles? 
If so, this is another indication of 
weakness that must not be ignored. 


William A. Smith Dead 


YOUNGSTOWN, OHIO (UTPS) — 
William A. Smith, aged 73, president 
of the J. W. Smith & Sons Shoe Co., 
died at his home recently following a 
stroke of paralysis. He had been iden- 
tified with the retail shoe business in 
Youngstown since he was 17 years of 
age. He formerly operated a store on 
Federal Street. 


Chas. V. Brown Dead 


AsTorIA, ORE. (UTPS)—Charles V. 
Brown, one of Astoria’s pioneer mer- 
chants, accidentally shot and killed him- 
self at his shoe store. 

He was born in Astoria 52 years ago 
and had lived here all his life. He 
had been in the shoe business all his 
life, for the past 30 years operating 
one of the leading stores here. He was 
a past grand master of the Elks in 
Oregon. 


Notice how the | 
It is normal to bear | 


Do they interfere? | 


| Boston Retail Trade 
Stimulated by Snow 
Boston, MAss.—Retail shoe stores 
| report a fair business during the past 
| week as to shoes, with a flurry on rub- 
| bers and overshoes, occasioned by a 
few inches of snow. 

Among the new numbers in women’s 
shoes which are being shown attrac- 
tively in store windows are lizards. 
| Enamel kid in slightly contrasting 
| shade to the lizard or watersnake trim 
| are favorite combinations. Dainty lines 
are introduced in the appliques on 
vamp and quarter; small front and 
| center buckles are much in evidence. 

New shoes for men and boys show 
many combinations in camel and black 
elk, with gay rubber soles in the sport 
numbers, The leather sole is also 
shown to some extent, in the same 
leather and color combinations as are 
used with the rubber soles. 

New trims are being installed for 
pre-Easter selling. The dyeing of 
shoes to match or contrast with eve- 
ning gowns, continues to constitute a 
profitable and interesting feature of 
business. 

A general showing of orthopedic 
shoes has been taking place during the 
past two weeks, windows and interiors 
display cards telling the public attrac- 
tively about the merits of the various 
numbers feattred. 


Dinner Committee Named 


Provence, R. I. (UTPS)—The 
Rhode Island Shoe Retailers’ Associa- 
tion has appointed a committee to take 
charge of the annual dinner to be held 
March 5. The committee comprises 
Harold Ballou, Thomas Purvis, and 
John Quinn. 
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Cc. P. FORD & CO. 
ROCHESTER, N. Y. 





A good merchant—the type that carries FORD Footwear, 
does not match sales at prices quoted by his neighbors. 


On the other hand that same good merchant offers many 
things that his neighbors cannot match—Quality, Work- 
manship, Style Leadership and ARCHETYPE—a shoe, 


scientifically correct and styled to the minute. 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 


Detroit Office: Burns-Gray Bidg.—Ray Wegman 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
Vew York Office: 441 Marbridze Bidg.—Jack Galway 











It Is the Specialized Line That Gives Distinction to the Store 
ALL STYLES IN STOCK ) 
IMPORTED ENGLISH RIDING BOOTS 
AVIATOR BOOTS — FIELD BOOTS 
JODHPURS — PUTTEES 
RIDING BOOT ACCESSORIES 


The ever increasing demand for these goods by those who carry them 
is definite proof that the quality, fit and value of our merchandise is 


unsurpassed. 


The Jodhpur The Aviator Boot 
Send for Our Complete and Descriptive Catalog of All of These 


COLT-CROMWELL CO., Inc. 


Established 1899 


1239 BROADWAY NEW YORK, N. Y. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 
OTHERS 
7c per word. Minimum Charge $1.25 


ALL 
ALL DISPLAY SPACE 
Five dollars 


per inch. Allow 45 words to an inch 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 


with established trade in 
Arkansas, Dakotas, Minnesota, 
Michigan, Oregon, Washing- 
ton, and other desirable terri- 
tories to sell very fast line in- 
stock ladies popular priced 
novelty shoes. Liberal com- 
mission. Good opportunity 
for big earnings. 

SPECIAL SHOE COMPANY 
1382 Washington Ave. St. Louis, Mo. 


SALESMEN WANTED 


With established trade for states 
of Colorado, Dakota, Minnesota, 
Nebraska, part of California, and 
other desirable territories. Ours 
is a fast line of women’s nov- 
elty McKays retailing at $5 and 
$6. Liberal commissions. This 
is an opportunity to become as- 
sociated with a live wire organ- 
ization. 
SHU-STILES, INC. 

1330-Washington Ave., St. Louis, Mo. 

















Slipper Salesman 


with following among 5 to 
$1.00 syndicates, jobbers, 
and shoe chains for New 
York City, also several 
Middle Western States, 
large established trade. 


MELROSE SLIPPER CO. 


76 Greene St., New York City, N. Y. 





Salesmen Wanted 


with established trade in 
Michigan to sell fast in- 
stock ladies’ popular priced 
novelties. Good opportuni- 
ties for big earnings. Lib- 
eral commissions. 


SPECIAL SHOE COMPANY 


1332 Washington Ave., St. Louis, Mo. 

















Salesmen Wanted 


with established trade in Michi- 
gan, Kentucky and Tennessee, 
Pennsylvania and California to 
sell fast line in-stock ladies pop- 
ular priced novelty shoes. Libe- 
ral commissions. Good oppor- 
tunity for big earnings. 


SHU STILES, INC. 


1330 Washington Ave., St. Louis, Me. 


SALESMEN WANTED 


For the States of Illinois or Indiana 
for a fast selling line of “extreme” 
women's novelty shoes “In Stock” 
to retail at $4, $5, and $6. Stricti 

commission s. Only those with 
established trade and who reside 
nn the States mentioned need 
apply. 


Wm. Marks Shoe Co., Inc. 


1406 Washington Ave., 
St. Leuis, Missouri 











SALESMEN _WANTED for Missouri, Iowa, 
W. Virginia, ‘Tennessee, Nebvrasxa, North- 
ern Illinois and Wisconsin, to carry as side 
line popular priced Ladies’ Novelties in stock. 
Strictly commission basis. ig opportunity for 
right man. Must have references in first letter. 
-Gold Shoe Co., 1 
St. Louis, Mo. 
ANTED—Experienced salesman for Middle 
_West territory by a well established factory 
selling shoe manufacturers. Shoe factory ex- 
perience preferred. Address D-986, care Boot 
and Recorder, 189 W. Madison St., Chi- 
cago, Ill. 


SALESMEN to carry two samples of IN- 

STOCK specialty Health shoes for Hospital 

and Home use, in white and black kid. Propo- 

sition going over big. Can mention some big 

ome. The Miller Shoe Company, Cincinnati, 
io. 


AN established territory in Massachusetts and 
Connecticut will be open March 18th to a 
high grade salesman who has been selling a 
general line of shoes and has a following in 
this section. Write Hurd Shoe Co., Inc.,; Utica. 
N. Y., giving in confidence, age, lines sold. 
amount of shipments for last two years and 
two or three responsible references. 


418 Washington Ave., 














SHOE Salesmen we have several territories 
open for a sideline consisting of spats and 
shoe ornaments. Applicants must submit ref- 
erences with their first letter. Manolis Manu- 
facturing Company, 4248 No. Crawford Ave.. 
Chicago, Illinois. 





SALESMEN W. 
West, Southern 





ANTED—East, West, Middle 
sell fast line 











SIDE LINE MEN WANTED with good fol- 
lowing to carry a fast selling line of high 
grade stitchdowns for jobbing, department and 
chain stores. Various territories open. Lib 
eral commission. This is an onnortunity to be 
come associated with a live wire organization 
References and all other information in first 
letter. Jefferson Shoe Mfe. Co., Inc.. 2109 
Taaffe Pl., Brooklyn, New York. 


SALESMEN WANTED—Shoes, for retail 
trade, may carry as side line, state particu 
lars. Address D-980, care Boot and Shoe Re 
corder, 80 Federal St., Boston, Mass. 


ESTABLISHED manufacturer in middle west 
requires the services salesmen in al! 
states to sell special short line Women’s Arcl 
Support shoes to retail for $5.00 and $6.00 on 
six per cent straight commission basis, payable 
on shipments. Tf you are looking for a real 
line at these prices that positively will repeat. 
write us your qualifications, past record, etc 
Address 1)-985, care Bont and Shoe Recorder. 
80 Federal St.. Boston, Mass. 
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FOR LEASE 


POSITION WANTED 


WANTED TO PURCHASE 











FOR LEASE 
WASHINGTON, D. C. 
Shoe department in large men’s clothing 
poe! F Street 
oe. Suit- 


—_ 
ny, attractive 
. care Boot Shoe 
2, care B St., Bos- 








TO LEASE 


100% location for a medium and better 
Ladies’ Shoe Department. Ideal space to 
lease on first floor. Millinery and arces- 
sories also on same floor. Ready to wear 
en second fioor selling medium and better 

Popular store with best reputa- 
tion. Apply at once for details. 


LOEB SPECIALTY SHOP 
1908 Third Avenue, 
Birmingham, Ala. 








OR LEASE—SHOE DEPARTMENT in 

ladies’ specialty shop. One hundred per cent 
location Southern City, over 200.000 ot 
tion. Syndicate preferred. Address D-979, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 


WeoMeEnN’ Ss tg? or Men's line to retail 
$2.98 to -98 for Southern states, four 
years in this aon good references. Ad- 
dress 1-954, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 





WANTED 


by an experienced salesman representation for 
the St. Louis territory, a snappy up to the 
minute line of popular price novelty women’s 
McKays, either a stock proposition or straight 
seliing would be interesting. Any cocre- 
spondence solicited. References given. Ad- 
dress D-961, care Boot & Shoe Recorder, t0 
Federal St., Boston, Mass. 











YOUNG MAN, now employed as Buyer with 
Chicago department store, desires change. 
Can furnish best of references and successtul 
record of turnover on volume. Fawiliar with 
all markets. Prefer some city of 75,000 popu- 
lation or over. Address 1-983, care Boot and 
Shoe ee 189 W. Madison Street, Chi- 
cago, 





Boys or salesman, shoes and general mer- 

chandise; nine years’ experience, four years 
manager; age twenty-seven. References. Caryl 

Williams, Clinton Ave., Washington, C. H 
io. 





Poesteon WANTED—Manager, Shoe Store. 
. Excellent credentials. Rufus 
ya... Jr., Dunn, N. C. 





FOR RENT 








FOR RENT 


In Heart of New York City’s Wholesale 
Boot and Shoe District 


STORE 
and 


BASEMENT SPACE 


Approximately 10,000 Sq. Ft. 
CORNER DUANE & CHURCH 8TS. 
Will sublease All or Divide. 

I diate P 
Very Attractive Rentals. 








THOENS & FLAUNLACHER, Ine. 
340 Fifth Ave., N. ¥. City, N. Y. 











F OR RENT—Space for shoe department in 
the oldest established Clothing Store in 
Quincy, Illinois; a real opportunity for a 
hustler or Chain Store Operator. Write Jonas 
Meyer & Co., Quincy, Illinois. 





LINE WANTED 








WANTED 


by an experienced style man and 
ra i —¥ position with 
jovelty Shoe anuf: 


Address 982, 
80 Federal St., Boston, Mass. 











LINE ATED Shee — wanted. nm 
rienced and excellent 
Ge ay Sey rd references. ufus 





WANTED TO PURCHASE 


WANTED TO BUY—Established retail shoe 

store or shoe department in department 

store. Town of 30,000, Illinois or Missouri. 

Fg dhe ms care Boot. and Shoe Recorder, 
. Mass. 








str LE MAN who is a model cutter and de- 
signer, open for position. At present with 
high-grade turn house in New England. All 
around shoe factory experience. Sume selling 
experience. Twenty-four years old. Married. 
Address D-978, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Wasy terme 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 





TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Eetab. 40 years.) Oash transactions. 


Export Surplus Purchase Co., Inc. 
196 Broadway, New York, N. Y 











HIGHEST CASH PRICES 
PAID 


fer cise steshe, shew geltera, ste. Short term 
Ba 1800 = = 


MAX GLAUBERG 
64 Lispenard St., New York Oity 
Canal 8014 











MERCHANTS’ NEED 











Beautiful Window Displays— 
Low Cost 


Levine Display Studios 


Create, Construct and Install 
Shoe Window Displays 
Complete Decorative Backgrounds at Rental 
Rates 
Window Dressing by Experienced Men 
251 W. 42nd St., New York City 
Wisconsin Gann 

















MERCHANTS’ NEED 








RS¢ CUSHION TIRE 





and prevent: vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely avail- 
able for stock qurpooes. One om of 
design—ni shed—an ing. 
a A — 5 in ang 
Circular On me KE.MYERS & BRO.CO. 

ASHLAND, OHIO. 
-WATER SYSTEMS-HAY TOOLS - DOOR 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 


to suit any ‘shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















WINDOW 
DISPLAY FIXTURES 


SEGALL¢ SONS 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 


MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English ; 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 







= 
by 





PSB ehiettehte cick cb irie 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple % 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 


=r 














Market for $10 to $14 
Grades 


Boston, Mass.—E. Roy Smith, pres- 
ident and treasurer of the Arch-Aid 
Shoe Shop, Inc., 110 Boylston Street, 
reports a definite market in this city 
for $10 and $14 grades. The Arch- 
Aid shop opened under Mr. Smith’s 
management on Oct. 1, 1928. He states 
that business has shown satisfactory 
progress; that his holiday trade was 
good, and that the consumer appar- 
ently appreciates the personal service 
and supervision that his store gives. 











“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 





The only nipper 
made which is 
the right shape to cut 


eut tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Beg. U. 9 


rs are made of 

high-grade tool steel, 

nicke plated, with a 
eurved jaw that en 
. ables you to cut the 
tacks close to the in- 
sole. 


Be sure and specify 
Ge 


Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 








Boston, Mass. W.uchese 








Sol Saks Liquidating 


BIRMINGHAM, ALA. (UTPS)—The 
Sol Saks Shoe Store, 1910 First Ave- 
nue, North, is being liquidated. It is 
understood the store is to be reopened 
by another company, doing business at 
the same address. The name of the 
new company was not made known. 


“Spike” Goes It Above 


Kansas City, Mo.—“Spike” Arnold, 
whose unique advertising has brought 
him business from all parts of the city, 
has purchased the interest of his 
partner, Fred Gray, in Fred Gray’s 








ws 
Paws 







IN 
STOCK 


36 Pair Cases 





vy, 


XK 12 Duncan St. - - 





The House Slipper 
Market 


is sure and steady. 
buy stock with confidence of 
profit—if you stock Greeley 
Boudoirs. A standard line in 
colors or black—rubber 
or leather heels. Your 
jobber should have them. 
If not—write to us. 


A. W. GREELEY | 
Haverhill, Mass. 


x4 


Do you 
and leather 
customer by 

in an 


You can 





80 Federal St. 








An authoritative 
shoe and leather trade. 


















LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT DLPENSIVE 
SAMPLES UPON REQUEST 















%69-27) LEXINGTON AVE. BREDELYY, oC 
AMERICAS GREATEST 









FN =) 


DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


"HST. _W.V.C 
SIN 6130 


ak: 


4$ 319 WwW 34 
f WISCON 





Bostonian Show Store in this city. The 
store is located at 1021 Main Street 
and will continue under the active man- 
agement of Mr. Arnold. 








Renew Lease 


CoLuMBus, OHIO (UTPS)—F. R. 
Evans and E. C. Greiner, doing a re- 
tail shoe business at 479 North High 
Street, under the name of Evans & 
Schwartz, have renewed the lease on 
the storeroom at that place for a pe- 
riod of five years from March 1. The 
company has been in business for about 
18 years and is one of the leading 
stores of that section. F. R. Evans is 
manager of the store. 





i Can You Speak the Language 
of Your Business? 
pare Be, Saeene of 2B to tame, waed ie the shee 


trade? 
calling things by their correct names and answering 


you good impression on a 


it manner? 


If you can’t—you need the 


Shoe and Leather Lexicon 


of the terms used in the 
The price of the Lezicon is 


50 Cents 


(cash with order) 


Boot and Shoe Recorder Publishing Co. 


Boston, Mass. 
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THE UNITED 


CUSHION D’ HEEL 
IS A TRIUMPH OF CUSHION HEEL 


STYLE 


AND 


GOOD SHOEMAKING 















ITS ARCHED CONSTRUCTION Look for the 
MAKES THESE ae > 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoes merchants. The chief purpose of Tue Boor anp SHOE 

is to help solve it; for this is the basic problem upon which depends 

the progress of the a allied industries relating to shoes and leather, 
heir production and distribution 


In this pee 


Wuy CRIPPLE THE CHILDREN?..... Bee Bee Ee, PV ik cb és oisctcce 49 
A Plea for More Science in Fit- 
ting. 

INSPECTION OF CHILDREN’S Feet.... A National Crusade ........... 50 

FuTuRE FEET OF THE NATION....... BONED TE one she Sie oe cewtns 52 
Teach Them How to Walk in 
Health. 

WHEN Sizes INCREASE ............ NE OID. bo o's Wn co coho ekwces 53 
Period of Greatest Juvenile Shoe : 
Development. 

From “WEE” MopeRN TO “MODERN” 
pL PRR ISS ONS, tata 5 AN Misses’ Styles ..........cccceee 54 

THE Boy WANTS SPEEDY Sport 
PEED I Begs Biles. .cccccscccccccvsvs 55 

THE Care OF CHILDREN’S Feet..... Facts Worth Reprinting ....... 56 

THe COMPLETE YEAR IN SHOEMAK- ; 
SE Nicakanvnvessdukavbossebtal Production-Imports-Exports .... 57 

THE Voice or THE RECORDER....... Opinions of the Editor......... 58 

Goop BuYING AT INDIANAPOLIS..... Siath Annual Sales Week ...... 60 

Back —or FORWARD TO WOODEN 
ES PGC PS 5 Perugia’s Newest Idea ......... 61 

Reralt SHOE SALESMAN .......... By Helen M. Haney ........... 62 
News and Views from the Sell- 
ing Floor. 

Str. Louis Gets 1930 N.S.R.A. Con- 

MOD 6c 5 0 sinha veceeietadioaen For January 6, 7, 8'and 9...... 65 

Sotz LEATHER THAT ENCOURAGES 
SI ui cub aay réoceon exe’ New Developments ............ 65 

SHoe Store SERVICE SECTION....... Advertising and Merchandising.. 83 

WHo’s WHO ON THE RoaD......... By Helen M. Haney ........... 91 
News of the Travelers. 

SHoe MERCHANT NEWS ........... About Retailers ............... 97 

SHOE MARKET NEWS .............. About Manufacturers .......... 102 


OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, Boston, Mass. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Treasurer 


Vice-Presidents 
H. WALTER SCOTT 








GEORGE W. R. HILL B. C. BOWEN 
Secretary 
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Directors of the tion, in addition to 
the above-named are as follows: 
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L. F. Durron 


sn SUBSCRIPTION RATES 

The subscription price en a a © is $3.00 for one rT, which includes 

ae oe ee States, i Canada, Mexico, Spain ‘and ‘itz colonies and South 
pone Ry ne Venezuela and the Guianas, which is $6.00 

FOREIGN SUBSORIFTION—The price to, all foreign countries except the above 1s $6.00 per 


ADL subsctigtions ase payable te Single copies 25 cents. 











A request for iavto take ‘ofeck. Duplicate copies cannot 'e-te before the date of isoue 
with which it is tend vance maton, cannot be sent to replace those undelivered 
through fatlure to ce ‘With “your new address de sure alao to eond. wt 

the old one, inclosing  canitite cour otters ble from @ recent copy. 
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ACext Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 





OR next week’s issue we first open 

the book of profits and show a way 
for every merchant to make an extra 
dollar during the best season of the 
year, April, May and June. If the 
average across the year rates 100 per 
cent monthly, you will find that April 
runs up in sales to 114; May 105 and 
June 124. This means that these months 
will be over the average in sales at 
retail. 

We expect these figures to be even 
higher this year, because of an early 
Easter. The public will buy more shoes 
if stores are prepared with wanted 
shoes. 

In the same issue we open the Book 
of Prophets and give you the best style 
opinion on the shoes for April, May, 
June and July selling. Then comes the 
great battle of foot beauty. Fast selling 
styles will be needed and the merchant 
must know the definite trends of style 
that will help him buy the right selec- 
tions. 


N following the tariff discussions, use 

and consult the chart in this week’s 
issue which gives the first picture of 
the production of 1928. The important 
hearing of the industry before the 
Ways and Means Committee, scheduled 
for our March 2nd issue, will show you 
which path to a tariff has the ad- 
vantage. 
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Shoes on this page 
by 
The Capitol Shoemakers 
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Fashionable footwear on a a ia 


Fees Capitol Shoemakers of St. Louis have selected 
INVISIBLE MIDDLESOLE as the most dependable foun- 
dation upon which to build their fashionable footwear 
creations. INVISIBLE MIDDLESOLE means a damp-proof, 
squeakless sole with longer wear and greater comfort. 











Specify INvisiBLe MIDDLESOLE in your next order | 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING . BOSTON 

















